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A KNOCK 


They say opportunity knocks but once. This is one of those 
knocks. 

For the next 30 days—no longer—we make the following intro 
ductory offer for subscriptions in blocks : 





$0.80 per subscription for 10 
.60 per subscription for 20 


This offer is made to bring into the fold those central station 
companies which have not yet subscribed in block for all their 
solicitors. 


Of course every New Business Manager knows that he ought 
to subscribe for all of his men. An office copy is only glanced at—a 
home copy is read, digested and the good business-getting ideas in 
each issue are adapted for use by the solicitor the next day. 

You spend hundreds of dollars educating green men into good 
solicitors. SELLING ELECTRICITY educates good solicitors into 
better ones, and it costs—under this offer—only a nickel a month. 

Don’t decide this yourself. Ask the boys whether they want 
SELLING ELECTRICITY sent to their homes. If they will promise 
to read it, you can certainly afford to supply it to them free 


Understand, the offer is only open 30 days for new names and 
to companies who do not now subscribe in block. 
Answer this Knock today. 


SELLING ELECTRICITY 


THE RAE COMPANY, Publishers 
74 Cortlandt Street NEW YORK CITY 
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‘“You know ‘over a bed of glowing 
coals’ was always supposed to be the best 
place to make toast. Well, this toaster 
beats that because it toasts without the 
possibility of any gases coming up through 
the bread. I lay the bread on a screen 
over the glowing element and in a minute 
I can offer you an evenly browned, hot, 


crisp, delicious piece of toast.”’ 


“AMERICAN 


Electric Toaster 


Attachable to an ordinary 
slectric lamp socket 

Finished in polished nickel 
Ornamental as well as useful 
and economical 

SELL IT TO YOUR 
HOUSEHOLD CUSTOMERS 


American Electrical Heater Co. 
Detroit, U. S. A. 


Wdest and Largest Exclusive Makers in the World 


In writing to advertisers, 














THE ALDRICH “tums 


Boiler Feeding 
Hydraulic Elevators 
Water Works 
House Pumps 
and 
For all Pumping Purposes 


SEND FOR PUMP DATA 


THE ALDRICH PUMP DEPARTMENT 
ALLENTOWN, PA. 
Designing and Selling for 
THE ALLENTOWN ROLLING MILLS 
BIRDSBORO STEEL FOUNDRY & MACHINE CO. 
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Go After the 
Cigar Man 
This Month 


‘4 + . ‘ : . 
: 
CIGARS @ 
; " 2 e . 9 ° ° 

Here is a sign that will sell in every town—especially your town. It’s attractive. 
It’s inexpensive. It’s an advertisement. 

Cut this picture out and take it around new to the leading tobacco man of the 
town. Explain that you’re not selling signs, but are selling advertising—the best and 
most compelling form of advertising in the world. Show him how the smoke curls 
up from the cigar constantly ; show him how the red lamp at the tip flashes on and 
off, giving a perfect imitation of a cigar that is being actually smoked ; show him 
how his name can be painted on the sides in place of the word “ cigars.””. Tell him 
that you offer him the exclusive right to this attractive, moving, trade-winning 
advertising novelty, and that if he buys now you will not even show it to any of his 
competitors. Explain to him that the interest on the investment in this sign is only 
50 cents a month, and that it will pay him ten times that much in profit every night. 
Go after him hard, talk advertising, and you will get the order. 

Signs like this on your circuits—living, moving, sales-making advertising signs— 
mean more to you than larger signs of the ordinary sort. Because these signs sell 
others. These signs are not an expense to the merchant, they’re advertising. A 
merchant never takes such a sign down, but other merchants get in line and put 
similar signs up. 


Go out now and sell this sign. Don’t wait until the proposition gets cold. 
Here are the specifications :— 


Sign 5 feet long from tip to tip of cigar and 5 feet from under 
side of cigar to top of smoke. Double sided, made entirely of iron. 
wired complete with hanging irons, motor and flasher which shows 
a red light at the end of the cigar intermittently and the smoke 
effect constantly. The word ‘‘ Cigars ’’ in the centre of the cigar 
painted flat or the name of the party can be substituted. 

The price complete, net F. O. B. cars Atlantic City, not in- 
cluding any lamps, $100.00. 

The exact number of lamps required for one side of the sign 
is shown on sketch, the lamps in the cigar burn steadily and one 
quarter of the lamps in the smoke effect are always out. 


Valentine Electric Sign Company 
Atlantic City, N. J. 























In writing to advertisers, mention “Selling Electricity.” 
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DON’T place your 1910 Contracts for 


ELECTRIC LAUNDRY IRONS 


until you have obtained our figures 
Our Specialty: sin FW Our Specialty: 


necrric AS De _ ELECTRIC 
Laundry & i fon ey: Heating 
Irons - ce en Discs 


[Patented | 
NOT ONLY HOT POINT BUT HOT ALL OVER 


The First to Guarantee Against Burn-outs Up-to-date Apparatus end Methods 
Fourth Year on the Market Write Now for Bulletin I 


Excel Electric Heating Company 


52 Lawrence Street Consulidated Engineering Co. NEWARK, N. J. 
Denver, Colu 
C. S. Knowles American Electric Company E. P. Boss F. D. Rushing 
Boston, Mass. St. Joseph, Mo. Buffalo, N. Y. Indianapolis, Ind. 
Hughson & Merton J. Lewis Davis Harmer & Co. The Lowe Electric Company 
San Francisco, Cal. Dallas, Texas Portland, Ore. New York City 














Here It Is—At Last 


A bell transformer that really does what it is made for. Oper- 
ates door bells, buzzers, annunciators, burglar alarm systems, 
electric clocks, etc. Takes the place of unreliable, troublesome 
batteries and uses practically no current. Will run for hours on 
dead short circuit without danger of burning out and is 


Approved by National Board 
of Fire’ Underwriters 


Can be connected to obtain 4, 8 or 12 volts. Neat 
in appearance and can be installed anywhere in homes, 
hotels, schools, hospitals, offices, etc. 

This is one of the most profitable supplies 
you can handle, and our advertising is going to 
create a demand for it in your locality. | 

you have not already received our illustrated leaflet 4511-N send for it and 
prices—today. 


Fort Wayne Electric Works 


Factories: Fort Wayne, Ind., and Madison, Wis. 
Branch Offices Most Large Cities i 


In writing to advertisers, mention ‘‘Selling Electricity.’’ 
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PROMPT 
HOLOPHANE SERVICE 


HE Holophane Company today gives as good 
service as any glass house in the world—and 
better than most. Since our General Offices 
were moved to Newark, delays in executing orders 
have been completely overcome. With adequate 
stocks of all the more popular styles of Holophane 
Glass in Newark, New York, Boston, Chicago, and 
San Francisco, there are now practically no delays 
in deliveries of anything but Steel Reflectors or such 
Glass Globes and Reflectors as must be made 
special. And with every member of the Holophane 
organization anxious, not only to meet, but to 
anticipate the trade's requirements, we have attained 
and will maintain an efhciency that guarantees 
prompt and satisfying service. 


HOLOPHANE COMPANY 
Sales Department 

NEWARK, OHIO 
New York Chicago 


San Francisco Boston 
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This Sign 


Is 45 feet high, 15 feet wide, 
contains 1250 lamps, used 
by the Cleveland Electric 
Illuminating Company. 








Operation: Rocket rises 
in stream of light bursting 
into balls and stars of 
colored lights. The mam- 
moth floral vase shows 
flowers in natural colors, 
flashing each flower in four 
circuits. The name ‘is 
flashed one word at a 
time. 








An example of high 
class sign work that sells 
electricity. 


LET US 
FURNISH 
YOU ONE 


WRITE FOR DESIGNS 


Night Photograph 


The A. & W. Electric Sign Co. 


CLEVELAND, OHIO 








In writing to advertisers, mention “Selling Electricity.” 
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BE. 
YOUR OWN 
BOSS 








The man who 
bosses himself 
successtully will 
not need much 
bossing from 
anybody else 
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The Art of Mixing 


out and meet people, make friends and enhance one’s individual and 

company prestige. When you come to analyze it, this is just another 
way of trading. A successful mixer is not merely a good fellow, but a useful 
acquaintance. He tells this man where to get a job, shows that one a busi- 
ness trick that will save money, helps a third to rent his vacant house. He is 
always doing something for somebody—and somebody is always doing some- 
thing for him. 

You'll generally find that the mixer—using the word in its best sense— 
is successful, that “luck” comes his way and that he has a “pull.” Big men 
like him; little men envy him; men of his own size and station are either fast 
friends or enemies. 

Contrary to popular and envious belief, it isn’t necessary nor even wise 
for the mixer to mix drinks. That is merely incidental. But he must mix 
good nature, unselfishness and loyalty-to-friends in all his dealings with 
men. He must constantly be doing favors for people who apparently can 
never repay. He must forget his own comfort and preference to work over- 
time with a refractory customer. And last, he must be ready with the glad 
hand and honest smile wherever and whenever there is a chance to make a 
new friend or serve an old. It’s wearing business, this mixing job, but it’s 
good fun to a good fellow. The rewards are pretty certain if he can do it 
with sincerity. 

But is does not do to be content to mix only with those in the immediate 
foreground. That’s where a lot of men in this industry fall short. Mix by 
mail and in person with other men in other companies: be their friend; tell 
them your troubles and listen to theirs. It may seem as unprofitable as mak- 
ing mud pies, but it isn’t. For it’s the basis, fabric and realization of the thing 
we’re all working for—professional reputation. 

A commercial man’s reputation is a good deal like a minister’s. A min- 
ister, once he gets a call, can struggle along in a backwoods church, saving 
an occasional soul and sanding the rails under backsliders, but unless other 
ministers and church dignitaries know him and like him and lend him a help- 


O-« of the chief ingredients of commercial success is the ability to get 
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ing hand, he will die in the backwoods though he have the fire and eloquence 
of Beecher. Similarly, a commercial man can run his per capita income from 
nothing to ten dollars, but unless some other central station man knows 
about it, his only reward is the revenue—which is pretty cold comfort in the 
final analysis. 

A professional reputation is a mighty handy thing to have around the 
house. In the first place it is a constant spur toward bigger and better work. 
A man does about what he’s expected to do and if folks come to expect mtch, 
he delivers the goods as a matter of course or because he’s afraid not to. It 
also has a heartening effect upon one’s superior officers and directors. “Jones 
wants me to come over to Bigville and show him how to get started on a win- 
dow lighting campaign. He thinks our scheme here a good one,” is an eye- 
opener to the man higher up. The boss may not have thought much of the 
scheme himself, but if Jones wants to copy it, it must be good. And finally, 
professional reputation is the kind of “job insurance” which every man owes 
it to his family to invest in. The man who knows that his reputation insures 
him another job will work better in the job he’s in. 

The making of professional reputation is something of an achievement. It 
takes time and gray matter. It consists of a foundation of successful work 
backed by good fellowship and a willingness to help the other man. It means 
taking the trouble to blow your own horn—modestly, of course, but firmly 
and consistently. In short, it means “playing the game” in a big way—being 
a mixer because it’s fun and because it pays. 





HE above little preachment was written with an ulterior motive. 
The committees in charge of the next National Electric Light 
Association are hard at work preparing the program and gathering 
data. Generally speaking these men—the so-called “big men” of the indus- 
try—are connected with the larger central stations. They naturally see 
things from the large company standpoint and unless somebody cuts in to 
represent the small and medium sized stations, they are apt to make the 
papers along lines that chiefly interest themselves. This is not their fault— 
it isn’t even their intention. It’s a matter of necessity. 

For though the program is always laid out with view to giving every- 
body a voice on every subject, when the day comes to print the papers it is 
invariably found that only the big men have “come across.” The small 
companies are asked to contribute data and experience; they are urged to 
submit papers and participate in the discussion; but when the umpire cries, 
“Play ball!” they are found in the back rows of the bleachers instead of on 
the field in uniform. 

So this, then, is an appeal to the manager of the small plant and to com- 
mercial managers and solicitors to “play the game.” If you can do anything 
to make the convention a success, do it. If any member of a committee or 
editor of a convention paper asks you for information or data, dig it up and 
send it to him. 

Mix! Recognition at N. E. L. A. conventions means that you have or 
are attaining a professional reputation. 





A Broader Policy 


M \RADE paper policies have always been just a bit incomprehensible 
to us. You see, we are all amateurs, we who edit and publish 
SELLING ELECTRICITY. This is the first trade paper any of 

us ever worked on, and while our readers and advertisers tell us that we’ve 
done pretty well, the editors and publishers of other publications are in 
constant amazement at the way we transgress trade paper ethics and jolt 
trade paper conventionalities. However, we’ve managed to make a success 
of our magazine even though we do not follow the rules and regulations 
which have existed since the days of Ptolemy—which is saying quite a lot, 
for amateurs. 

But now we come to a big break. 

It is absolutely against the rules for a trade paper to refer specifically 
in its reading pages to any manufacturer’s product or activities. For 
instance, if we write up a central station sign campaign we must not 
mention the fact that Federal Electric Signs are used—mercy, no! We 
must merely say: “Interchangéable steel enamel signs of well-known 
manufacture were installed.’ 

We propose to smash this policy—or rather, we propose to inaugurate 
a broader policy. Ifa certain manufacturer’s product is an integral part of 
a successful central station business campaign about which we publish 
details, we propose to state the fact. We are not doing this to soft-soap 
our advertisers nor in order that we may use such mention as the basis of 
soliciting new advertising accounts. We will state the fact solely for the 
benefit of our readers, believing that the average commercial man wants to 
know ALL the essential facts. Nine times in ten the name of the appa- 
ratus is an essential fact: if it isn’t, we will not mention it. 

But we are going a step farther. 

For a long time we have felt that the “missionary work” which certain 
manufacturers are doing in co-operation with central stations and dealers, 
is of vital commercial interest to you who read SELLING ELECTRIC- 
ITY. The Robbins and Myers advertising campaign in the general maga- 
zines means business to the central station—but how much business ?—and 
why? The Tungstolier Company’s work in soliciting and engineering 
lighting installations has meant profit to many lighting companies—what is 
their plan ?—how has it worked? 

You, Mr. Commercial Man, are interested in these propositions, and if 
we investigate them and present the facts in unbiased form and from your 
standpoint, we are doing you a service. That we may be doing the manu- 
facturer a service is merely incidental. Maybe he will give us an ad—we 
hope so—but get this straight— 

NO MANUFACTURER’S STORY OR MENTION OF A MANU- 
FACTURER’S PRODUCT WILL BE PRINTED FOR PAY OR IN 
CONSIDERATION OF AN ADVERTISING CONTRACT. 

The first manufacturer’s article appears in this issue. It tells you how 
to get business. That is what you are interested in. That is why we 
print it. 
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A Unique Power Installation 


By J. F. McGutre, MANAGER New Business DEPARTMEN1 


Tne Ottumwa Raitway aNp Licut Company, Ottumwa, Iowa 


HE Ottumwa Land Com- 
pany has for some time been 
pumping sand from the bot- 
tom of the Des Moines River, .near 
Ottumwa, and loading it into cars 
along the river bank. Their outfit 
consisted of an 8” centrifugal sand 
pump set at the edge of the river 
and driven by a steam engine which 


The consumer was aware of this 
fact, but how to get his steam plant 
out into the middle of the river, de- 
liver his coal, etc., without making 
it prohibitive was the main question. 
I suggested that he put his pump 
on a barge with a minimum suction 
and deliver water through the old 
suction line on the pontoon bridge; 


Floating Barge on Des Moines River, near Ottumwa, lowa, Equipped with Motor Driven Sand Pump 


was located in a small house upon 
the bank. In high water, the pump 
was submerged and they could not 
run. In low water their suction 
line had to go half way across the 
river, which was some 300 or 400 
feet, and anyone who knows the 
difficulty of retaining an air tight 
suction suspended upon a pontoon 
bridge can readily see that if the 
suction could be shortened the leaks 
would be eliminated. 


then, if a leak occurred, it would not 
leak sand but it would leak out the 
water and this would not be any 
loss. We helped him figure out the 
size of the pump, and the size and 
weight of the barge, and explained 
the advantages that he would secure 
from electric drive. We found that 
it would eliminate an engineer and 
that the employees now at the pow- 
er plant could be doing other things, 
as the man on the barge could han- 
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dle the motor and, if necessary, the 
suction also. 

Unfortunately we were forced to 
work largely in the dark as con- 
cerned his previous costs, for there 
was little or no definite data avail- 
able. 


begin 


Had we known their costs to 


with, it would have been 
much easier; but it was up to us to 
find this the could. 


However, it could readily be seen 


out best we 
that they would make a saving on 
at least one or two men, although 
the 


more than the previous items of 


current would cost somewhat 
fuel, oil, waste, and repairs. 

We first thought of direct connec- 
tion and speed control, but on ac- 
count of the initial cost and the dif- 
ferent speeds at which the motor 
would have to run at different lifts, 
we put in a belted outfit with differ- 
ent size pulleys so that in low water 
when the lift was high the pump 
could be speeded up. The prospect 
was inclined to be afraid of the cost 
of operation, but we explained to 
him that the motor would do this 
work so much more rapidly and his 
shut downs would be so few, that 
he could do practically all of his 
work before 5 o'clock in the evening. 

He was finally convinced to the 
degree that he was willing to put it 


to trial, the 


and installation 


was 
made. The sand company provid- 


ed a barge with a series of barrel 


floats to support the 8” sand pipe 


and the service wires from the shore. 
The motor, a 75 hp. 3 phase, alter- 
nating current machine, was set up 
on the belted to 
pump, as shown in the accompany- 
ing reproduced photograph. 


barge and the 


Our expectations were more than 
realized for they loaded cars so fast 
that the main trouble was in secur- 
In fact, the 
pump worked so well that towards 
the last they would load a car in 30 


ing enough of them. 


minutes, whereas, with the old out- 
fit it would take from one and a half 
to three hours. We then made an 
agreement that if they would keep 
off our peak and do all the work in 
the daylight hours, we would make 
them an exceptionally low rate, 
which we did. This agreement called 
for a minimum of $1.00 per hp. and 
the use, 


current off the peak at 3c. per kwh. 


after first two months of 

\Ve have learned since that their 
power bills are only slightly more 
than their previous fuel bills, in ad- 
dition to which they enjoy a consid- 
On 
account of the scarcity of cars and 


erable saving on labor costs. 


the extreme high water and floods to 
which they were subjected last sum- 
mer their consumption per month 
varied considerably, ranging from 
2,000 kwh. to 3,950 kwh. per month. 
Had they been able to get all the 
cars they wanted our revenue would 
have been 25% higher, but as there 
was a general scarcity all the sea- 
son they only exceeded their mini- 
mum in two months. 

They are so well pleased with the 
installation, however, that this sea- 
son they are going to put in.an ad- 
ditional outfit of much greater ca- 
pacity. This, of course, is very 
gratifying to us for one particular 
advantage of this class of business 
is that it comes during the summer 
months when the load is light and 


then only during the daylight hours. 





Electrical Display on the New Offices of the 


Scranton Electric Co., Scranton, Pa. 


HE entire outline of the 
building is studded with 


lamps so arranged that they 


appear to move with a slow flowing 
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seventh floor and the 
light on the rocf peaks moving from 
base to peak and back. 


ation is constant. 


revolving 


This oper- 
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effect—the vertical lines moving 
down—the horizontal lines at the 
cornices each moving in a direction 
opposite to the one next to it—the 
circular tops of the windows at the 
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ELECTRIC LILMT 4 POWER) 


The sign and fountain appear al- 
ternately on the roof. First the 
base of the fountain flashes out in 
ruby lamps and the streams sud- 
denly shoot to a height of fifty feet 
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above. After playing for a few sec- 
onds, suddenly the fountain disap- 
pears and the slogan, “Watch Scran- 
ton Grow,” shines out—holds 
disappears. 
peats. 


The building is 85 feet wide and 8 


and 
Then the fountain re- 


stories high, and the sign rises fifty 
feet above the roof. There are a 
total of 3381 lamps in the installa- 
tion, of which is con- 
The color of the 
lamps will be changed from time to 
time to sustain the public interest. 


every one 


stantly moving. 





Flat Rate Window Lighting in Lowell, Mass. 
with Time Switch Control 


HE Lowell Electric Light 
Corporation of Lowell, 

Mass., reports the 

of a very interesting experience with 


results 


For over 
a year, in a large section of the com- 


flat rate window lighting. 


mercial district of the city, the store 
windows and signs have been oper- 
ating on a flat rate and controlled 
by time switches. 

This system has been very popu- 
lar with the merchants for it gives 
them the opportunity to keep their 
windows lighted from a quarter of 
an hour before sundown until mid- 
night at a rate which proves excep- 
tionally attractive. The customer 
is also relieved of all responsibility 
as to the turning on or turning off 
of his lights, he knows just what his 
bill is to be each month, and all un- 
necessary overtime burning is pre- 
vented. 

Mr. J. A. Hunnewell, the General 
Superintendent of the Lowell com- 


pany, in talking of the success of 
this system said: “Some thirty or 
forty Anderson time switches are 
used in the installations. In a good 
many cases, One time switch con- 
trols two or three stores, an ar- 
rangement which we find works 
The entire system is au- 
tomatic, and the only attention re- 
quired is the weekly winding of the 
time switch by the company’s in- 
The system has greatly 
assisted us in carrying the load over 


very well. 


spector. 


to the late hours of the evening.” 


The rate on which this business is 
handled in Lowell covers free re- 
newals, inspection, the winding of 
the clocks, ete., at a charge of $1.50 
per month per 100-watt tungsten 
lamp. been over 500 
lamps contracted for on this basis, 
producing a total revenue of $9,000 
per annum or a yearly income of 
$180 per kilowatt connected. 


There have 





Carnival Lighting in Richmond, Ind. 


ICHMOND, Indiana, calls mercial interests of the community 
itself the “Panic Proof City” were practically unaffected by the 
and features very strongly financial depression of 1907 
the fact that the industrial and com- 1908. For the last 


and 
few years the 


Main Street, Richmond, Indiana. Looking East from Fourth Street during the Carnival 


Main Street. Looking West from Eleventh Street 


nee a 
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Business Men’s Association and the 
municipal authorities have united to 
promote a carnival, similar in char- 
acter and interest to the popular 
“Old Home Week” in New England 
cities, at which time Richmond 
“panic proof” propensities are pub- 
lished abroad and profits of local 
business interests promoted. 

The Richmond Light, Heat & 
Power Company co-operates very 
actively and is in practical charge of 
electrical decorations. No effort is 
spared to give the city a gala ap- 
pearance and induce the spirit of 


festivity. Large crowds are drawn 
in from the surrounding agricultural 
country by railroads, interurban trol- 
ley, automobile and farm wagon and 
the central station secures a large 
amount of very valuable publicity. 

At the last celebration the streets 
were decorated with a profusion of 
flags and bunting and partial arches 
of low voltage tungsten lamps 
strung in cables as shown in the ac- 
companying illustrations, there be- 
ing an arch to each pair of trolley 
poles. The “Panic Proof” sign was 
also a prominent feature. 





Illuminated Croquet Grounds 





This photograph was taken in Richmond, Indiana, where there are several 
illuminated croquet grounds on the lines of the Richmond Light, Heat & 
y rar by , sc _ - “ _ 
Power Company. In this case two tungsten lamps are suspended from the 
wire stretched lengthwise over the court. 


lhis is a suggestion worth following up when the warm weather comes. 





caus pea 











Reclaiming Stillwater, Minn. 


A Story of the Invigorating of a Dormant Town 


By GreorGce N. ROoOKER 


WASHINGTON County Licut & Power Company, STILLWATER, MINN. 


AVID HARUM said, “Some 
folks have as much in ‘em, 
if not more than others,” 

and I think this applies to towns. 
Also, I believe it is true in the re- 
verse, that every town will come to 
life with proper guidance and en- 
couragement from the central sta- 
tion, and the policy of “Every con- 
sumer a friend of 
the company” has 
been tried and 
proved again in the 
city of Stillwater as 
the only salvation for 
a town where the 
“Public be damned” 
curse has left its 
mark. 

Stillwater has a 
population of ap- 
proximately 13,000. 
For many years the 
city had been a busy 
and prosperous cen- 
tre of the lumber industry, but dur- 
ing the last five years the activity of 
the lumber interests has steadily di- 
minished and Stillwater has dwin- 
dled to a town of stores, with the 
North Western Thresher Co., a 
flour mill and one or two small fac- 
tories as the only industrial life. St. 
Paul being only an hour’s ride on the 
trolley the people were fast getting 
the habit of going there to trade and 
Stillwater suffered. 





George N. Rooker 


On the two main streets of the 
town there were forty gasoline 
plants and five gas lighted stores, 
and the streets were practically dark 
after six o’clock except on Saturday 
nights. This condition was largely 
due to the short-sighted policy of the 
previous management of the Wash- 
ington County Light & Power Co., 
for the service was 
poor, little attention 
was paid to com- 
plaints and almost 
no attempt made 
to gain the good- 
will of the _ peo- 
ple. Consequently 
the city council and 
most of the mer- 
chants were con- 
stantly “up in arms” 
against the company, 
and the only electric 
sign in town was on 
their own office. 

About the first of August, 1909, H. 
M. Byllesby & Co. decided that the 
town had about gone the limit and 
needed a good boost. On that date 
they took control of the local gas and 
electric plant, which was then in the 
hands of a receiver, and placed Mr. 
Herbert Markle in charge as general 
manager. The new business depart- 
ment was under Mr. E. L. Callahan, 
and Mr. J. Hartshorne and the 
writer, of Mr. Callahan’s “Flying 
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Squadron,” were shipped here with 
instructions to “get busy.” 

On August 4th the campaign start- 
ed and since then twenty-four of the 
gasoline plants and two of the gas 
plants have been put out of business 
and brilliant tungstens are installed 
in their place. We 
seven windows lighted, burning on 


have twenty- 
flat rate till ten o’clock and eleven 
on Saiurdays. Sixty houses have 
contracted for wiring and during the 
past two weeks fifteen signs have 
been sold; one a big roof sign for a 
brewery and several of them novel 
displays. A contract to furnish the 
State Prison 230 hp. has just been 
closed and we have a 150 hp. motor 
ina flour mill. This is the result of 
four months’ work and it may be of 
interest to know some of the meth- 
ods employed in this “intensive” 
campaign. 

The 
first. 
consumers, saloons, lunch counters, 
the The first 
taken were cases where the gasoline 


store lighting was tackled 


We went after the long-hour 
and like. contracts 
plants were about played out and 
we took good care that the tungsten 
installations were giving more light 
than formerly enjoyed from the gas- 
Most of the 


have an intensity of five foot-candles. 


oline. installations 


Where we could not get a straight 
contract we would install tungsten 


equipment for from ten to thirty 


davs’ trial and not one has been 


turned down. At present we have 
27 100-watt lamps on trial in a large 
department store. One side of the 
store burns gasoline and our install- 
ation is on the other side. We are 


keeping track of the gasoline used, 


mantles and labor. 
installation to stick. 

\Vhen we went after house wiring 
we found that we had much to con- 
tend with, for the contractors were 
high priced and there was a general 
antipathy towards them. 


We expect the 


To arouse 
a popular interest in better residence 
illumination, however, and get the 
campaign under way,.we inserted a 
full-page ad in the local papers for 
three days. This was the direct of- 
fer shown in the reproduction of the 
ad on the opposite page. The re- 
sponse from the people exceeded our 
fondest hopes, and inquiries poured 
into the office. For a few days we 
had all we could do taking care of 
them and the local contractors are 
still swamped with work. In some 
cases where the customer could not 
conveniently pay cash, we are carry- 
ing the bill, allowing the consumer 
to pay an installment on 
each monthly bill is due. 
$50.00 $60.00 contracts have 
been signed and the results to date 
show a total of 60 contracts, but 
they are still coming at the rate of 
two and three a day. 


it when 
Many 
and 


When we first mentioned signs 


the merchants praised us for our pro- 


gressive spirit and acknowledged 
their value in other towns; but, said 
they, “In Stillwater? Never! The 
streets are hilly and nothing will 
the 


Paul is 


bring people downtown.’ St. 


What? 


Buy a sign? 


close. 
What? 
today, Mr. Electric Light man. 
today !” 


too Show 


Not 
Not 
Of course, every solicitor 
meets the same story, but this is the 
way we handled it. 


them? 


To begin with, this ad was run in 
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STILLWATER DAILY GAZETTE, SATU HDA) NOVEMMER 13, 1808 PAGE fives 





THE PROPOSITION 


That will make it possible for EVERYONE in Stillwater 
to enjoy the luxury of electric light at a minimum cost. 


CONTRACTORS by which any one on our electric lines, or near enough to permit of our ex 
tending our lines to them, can take advantage of the BIGGEST OFFER of the kind ever made 


Proposition A 


hb JU CAN have a five room house wired for electric drop lights—complete with 6 cord drops and 3 
etched glass shades. 


DY contrac we completed arrangements with a large manufacturing concern and the LOCAL 
\l=— 
2 


{ PARLOR OR LIVING ROOM 
ALL FOR oR 


DINING 


$15.90 | Resor: 


BATHROOM OR HALLWAY 
Regular Price $30.00 Six 16-Candle Power Lamps, Extra, $1.20 


Proposition B 


OU CAN have a five room house wired and equipped with the latest design in fixtires—something 
uew—coniplete with 7 etched glass shades--.an eight light installation with a new and special 
switch ou each lamp socket. 
PARLOR OR LIVING ROOM—2 Light Fixture 
ALL FOR | DINING ROOM —2 Light Fixture 
KITCHEN —1 Light Drop Light 
( TWO BEDROOMS, EACH —1 Light and Fixture 
° BATHROOM or HALLWAY—1 Light Fixture 
Regular Price $50.00 Eight 16-Candle Power Lamps, Extra, $1.60 


Proposition C 


ba 1U CAN have a five room house wired and equipped complete as offered under “proposition B, 
with the substitution of square tubing ‘fixtures and canopies and husk desigy of socket, instead of 
the round effect. A very rich and ornate design 


All for $29.70 Think of It 


Half the best bargain price ever offered in any city 





You have your choice of brush brass or cloister (oxidized bronze) finish 


| THIS OFFER IS FOR A LIMITED PERIOD ONLY | 


Washington County 
Light & Power Company 
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the paper just as the residence prop- 
osition had been featured :— 





10 FREE 10 


ELECTRIC SIGNS 


To be given to Stillwater merchants absolutely 
FREE OF CHARGE 


in order to get display signs started in the 


BLUFF CITY 


WE FURNISH THEM AND INSTALL 
THEM FREE 
You pay for operating them 
Telephone 7-L 


We will call and suggest and submit 
designs 


Washington County 
Light & Power Company 











The next day a full-page ad read- 
ing as follows appeared :— 





$6,000 For STILLWATER 


The Washington County Light & 


Power Company will spend that 
amount to boost the town with 


ELECTRIC SIGNS FREE 


Think of what this kind of adver- 
tising has done in other cities of 


this size! It will bring out 50% 


more people and will 


Interest Outsiders in the City 


ere a -  C-=t —_ re —-? 


What means more than the expression : 


“A LIVE TOWN ?” 
ONLY 10 FREE - - BE QUICK 


Washington County 
Light & Power Company 











We figured the cost of a sign in- 
stalled with motor, flasher, trans- 
former, lamps, etc.; divided this cost 
by 24 and, on a basis of 150 hours’ 
burning per month, added to our 
quotient the revenue we wanted on 
our current. To make it clear: 
Take a sign costing say $240.U0 
erected, ready to burn. It would 
take $10.00 per month to sink the 
cost. Suppose there were 194-4cp- 
5w. lamps in the sign. The current 
consumption would be 155.5 kwh, 
and with a flasher perhaps 94 kwh. 
At a 10c rate that would mean $9.40 
month. The consumer would 
have to pay then $19.40 per month. 

Nothing less than three-year con- 
tracts have been closed and the ma- 
jority are for five years. The com- 
pany of course takes care of the 
We realize that this scheme is 
not original with us, but it is inter- 
esting in the way it has worked ina 
town the size of this. 


per 


sign. 


Since the first 
ad was run we have contracted for 
15 signs and will have 20 very soon. 
The monthly revenue from ten of 
them will be close to $150.00. 

And the result of this campaign is 
that Stillwater is awakening to its 
possibilities. A lively Boosters’ Club 
has been started and we are all mem- 
bers. Our company is quick to in- 
vestigate every complaint and, if 
just, will go to extra expense to rec- 
tify the trouble. Everybody is 
boosting for the company and we are 
going to make Stillwater justify the 
sooster’s slogan—‘The Most Beau- 
tiful City in the World.” Perhaps 
this sounds a bit ambitious, but the 
Boosters’ Club believes in aiming 
high, and we are going to do all we 
can to help along the good work. 





Selling Electric Service in the South 


By NorMaAn B. 


Hickox 


In CHARGE OF NEw BUSINESS FOR THE S. S. BusH PROPERTIES 


S MOST of the towns in which 

I work are small ones and in 

the southern part of the coun- 

try, it is possible that the conditions 
are somewhat different than 
encountered by the average central 
station. 


those 


The S. S. Bush properties 
include Scranton, Miss.; Rome, Ga.; 
Jackson, Tenn.; and DeKalb and 
Sycamore in IlIli- 


I learn of human nature the easier 
When I 
find a man with a hobby, I never 


I find it to get business. 


talk to him without referring to that 
hobby, and I take pains to keep post- 
ed so that, when I call on a man I 
aim prepared to dwell a bit on his 
pet theme whether it be baseball, 
golf, the market, religion or airships. 

Make an impression, 





nois. 

We find that the 
first 
building business in 
these 


essential in 


communities 
is acquaintance with 
not only the promi- 
nent citizens and 
leading merchants, 
but every possible 
consumer and non- 
consumer on and off 


our lines. In south- 





friend- 
ship and the biggest 
part of landing the 


build up a 


business is done. 
\Ve open up in a 
town with a cam- 
paign for downtown 
lighting and I some- 
times find that there 
are a large majority 
of storekeepers in 
towns where the gas 
com- 


and _ electric 








ern towns, every 
man knows his 
neighbor and business is done on a 
somewhat different 
the north and west. 


basis than in 
The success- 
ful central station man in the south 
must be a “Jiner.” The first ques- 
tion asked me when I came south 
was, “Are you a Democrat?” and 
the second, “Are you an Elk?” and 
it is not enough to join, you must 
attend and participate and if possi- 
ble get in the lead. 

I think the saying, “Human Na- 
ture is a Curious Critter,” 
most particularly to a central sta- 
tion salesman’s work, for the more 


applies 


pany are separately 


Norman B. Hickox 


controlled who are 
ready and willing to change their 
method of illumination every thirty 
days, provided they can get some- 
one to give them free gas arcs, free 
tungsten lamps, or free equipment 
character. ‘These 


of some other 


people are rather unprofitable to 
spend time over, although there nevy- 
er is any means of telling when they 
are going to “stick” with either gas 
or electricity. 

Our policy has been to keep out 
of wiring and repair business, and, 
I make friends with the 
take them 


of course, 


contractors, around on 
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the hunts for business, and get them 
It is most 
always turned over to them on the 


a good many contracts. 


spot as they are there and make a 
quick bid if necessary. I have gotten 
very good results by encouraging 
and teaching the different contrac- 
tors how to develop new business 
rather than sit in their shops and 
wait for the telephone bell. We have 
contractors who will wire a building 
on trial for a month, in which case 
we will install the tungsten fixtures, 
and at the end of the month if the 
man does not want to use the cur- 
rent, we take them out and the con- 
The 
consumer pays us only for current 
We make 


it a practice to get enough wattage 


tractor takes out his wiring. 
consumed as per meter. 


into the store in each case to thor- 
oughly light it even if the bill runs 
high for we can cut it down if neces- 
sary to hold the consumer and the 
effect on the public is good. 

After a thorough campaign for the 
of the 
stores we turn loose the sign prop- 


downtown business inside 
ositions and go over the ground 


again. My experience in selling 
signs in a town of 25,000 or there- 
that it is 


profitable to spend the money and 


abouts has been more 
effort in personal solicitation rather 


than in other forms of advertis- 
ing. 

We have worked hard to build up 
the sign load in all of our towns 
both to stimulate the lighting in the 
business districts and to bring the 
people out at night, as we also con- 
trol the street car lines in the towns 
I find that after the first 


twenty signs are installed there is 


we serve. 


very little trouble in selling the next 
twenty. 

Since the first of this year I have 
visited DeKalb, Sycamore, Rome 
and Jackson, and none of these towns 
had a single sign when [| arrived. 
Today the four together have prob- 
ably 150 signs, and all the local 
superintendents feel that the bene- 
fits derived are many, far beyond 
the profit on the actual sale of the 


We do 


not make any lower rate for signs 


current the signs consume. 


not burning on Sunday evenings, 
with the result that our towns are 
very well lighted up from the elec- 
tric signs alone, and there can be 
no question as to the value of each 
and every sign, both as a standing 
advertisement for its owner and for 
We 
have had no difficulty with city 
officials for 
hanging signs, as complained of in 


the lighting company as well. 
regarding 


permission 


many of the larger cities, for in 


these small communities every bit 


of light that tends to brighten the 
streets is thankfully received. 
Conditions in Jackson are bright- 
er than they have ever been, so far 
as the new business end of the work 
is concerned. People here were for 
years taught and educated to burn 
gas, when both companies were com- 
bined, and now that they are sep- 
arate, as they have been for the past 
two years, it has been a very: dis 
couraging and uphill fight for the 
We have a 600-kilowatt 


Westinghouse turbine plant with an 


local plant. 


excellent day load, consisting of 
motors and street car business. The 
evening load is poor, however, and 


there is none from midnight until 6 
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a.m. as the city lights its own 
streets. 

We have been able in the last two 
months to place nearly 25 good-sized 
electric signs in Jackson, with several 
small lighing installations, and three 


large ones, all using tungsten lamps. 


If necessary we will make any in- 
stallation on a thirty days’ trial 
basis, and if it is not satisfactory 
we charge only for current used. 
Never a taken 


advertising 


has been 
With the impetus and 


one out. 
we are now giving the business, 
we feel that it will be a 
short time only until we 
shall have a good power 
load and the major part 
of the lighting business. 
I am of the opinion 
that a quantity of elec- 
tric signs in a city is 
than all 
other forms of advertis- 


worth more 
ing for the light com- 
pany. We put out signs 
on the installment plan 


flectors with great sucess. The day 


after we signed up a prospect we had 
the company truck drive bright and 
early to the customer's door and lay 
on the sidewalk the original lamp 
cases and boxes containing the fix- 
These 


stacked up along the curb to make 


tures and reflectors. were 
a pile as large as possible, and a 
hurry-up sign was attached stating: 
“These boxes contain a complete in- 


fixtures for 


stallation of electric 
tungsten lighting for —. 


In a small city like DeKalb this 





to responsible parties, 
allowing them as many 
as thirty-six months to pay for the 


We 


rather sell signs outright, of course, 


sign and_ installation. would 
but put them up any way we Can. 
We always use time switches to 
turn signs on and off and maintain 
them ourselves. 

We try to take advantage of every 
possible opportunity to get the peo- 
ple talking about the company or 
our customers as such. For instance, 
a while ago in DeKalb, we made 
quite a campaign for improved store 
and window lighting and introduced 
tungsten lamps with Holophane re- 


The Advertising Scheme in DeKalb 


attracts the attention of other mer- 
chants and the advertising value ot 
the scheme is enormous. As one 
merchant after another fell in linc, 
similar cases with a similar sign ap- 
peared in front of their shops, until it 
began to look as if the town were go- 
ing crazy over high efficiency illu- 
mination. 

The idea is one which can be used 
by any central station, or contractor. 
It entails almost no expense, while 
Hun- 
dreds of people saw and read the 


attracting favorable notice. 


sign here pictured; dozens paused 
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to watch the wiremen at work hang- 
ing the fixtures, and when the work 
was completed half the merchants in 
DeKalb stopped in at 
Brothers to inspect the installation 
and comment upon the excellence of 
the illumination. 


Anderson 


We believe in displaying appli- 
ances and in each of our offices make 
the exhibit as extensive and attrac- 
tive as possible. A photograph of 
one corner of our Rome display room 
is reproduced on page 25. ‘This pic- 
ture was taken at night by the light 
of the office installation on a three- 
minute exposure. The office is known 
in Rome as “The Light House.”’ 

After all, selling electric service 
in the south or the north or any 
other section of the country is sim- 
ply a merchandising problem and 
a combination of all other kinds of 
salesmanship, for the central station 
salesman must much as 
possible about the business of all 


his different 


know as 
prospects. Any man 
likes to talk about his business to a 
man who is a good listener and who 
understands; but never talk “tech- 
nically” unless your prospect is a 
technical man, for the probability is 
that he gauges the proposition on 
a strictly dollars and cents basis. 

I think that any man who is a 
good judge of human nature and 
can understand the feelings of his 
public can make a good central sta- 
tion salesman, but it is a man-to-man 
proposition that is never handled 
twice alike. Once a merchant said 
to me, “What do you mean by com- 
ing around here and taking my good 


time, and bothering me this way, 


when I have burned gas for thirty 


years and never contemplated a 


change?” I came back at him quick- 
ly, “Well, the company is paying 
out nearly ten dollars a day for the 
time | spend coming around to talk 
with you, and I’ll make a good bet 
that yours is worth no more than 
that.” He thought it over for a 
minute and said, “Come around to- 
morrow morning.” He is now one 
of our prize consumers. 

Another man I waited on for sev- 
eral hours at a time and then could 
not see him. I met him on the street 
one day and stopped him and intro- 
duced myself. He told me that he 
had been considering electric drive 
and that I was the very person he 
wanted to talk to, but that when he 
was in his office he was always so 
I tore a 
card in two and gave him one-half 
and told him that when I came next 
I would the We 
sold hundred horse- 
power. 


busy, he forgot my name. 


send in other. 


him several 

Still another man once got very 
much worked up, saying that he had 
been solicited twenty times in the 
I said 
to him, “Do you realize that those 
twenty times have cost the company 
probably $50?” “What?” he ex- 
claimed. I showed him that if he 
did use current, we would have to 
supply him at a loss for about two 


last year to use electricity. 


years to get even, and he is now a 
good customer. 

It is always a good practice to go 
out of your way to do small favors 
for the public, and to keep on the 
watch for such opportunities. It is 
worth the time. Also keep a certain 
amount of dignity always in evid- 
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ence and never run down the gas 
company. 
helps. 


It hurts worse than it 


In soliciting residence work, it is 
well to play Mrs. So-and-So against 
Mrs. Around-the-Corner. When put- 
ting out electric irons on trial, for 
instance, if you will skip every other 
home, you will soon have a multi- 
tude of telephone requests for irons, 
and those are the ones that “stick.” 
Another good plan is to say to Mrs. 
Smith that Mrs. Jones’s 


current in tis part of the country 
is the prevalence of hot weather 
when electric fans have no competi- 
That 
consumer, 


tion. Lets ws many a year- 


round People in this 


country want new things. ‘They 
want electric light, just as they are 
other new 


things, five times as fast, I think, 


wanting and getting 


as they came into use in the north- 
ern country. 
\Vhen | 


hear about the hard-to- 





bill was only $2.40 last 
month and that, of 
course, she can afford 
light at that price her- 
self. I have had many 
amusing experiences 
while at work along 
these lines. 





Sometimes 
they start the dog for 
you, 
black 


comes to the door and 


sometimes a_ big 


negro “mammy” 
says, “‘Missie say fo 
yuh ol’ light man to nev’ 
cum heah no mo’;” and 
yet to get inside, work 
up a 
bring out the 
usually takes only a lit- 

It is al- 

ways well to appeal to the mistress’ 
pride in herself, her home and her 
comforts, 


conversation and 


order 


tle persuasion. 


then she will begin to 
To the 
old lady who is afraid of lightning, 
say, “Don't you know that the 
lightning will travel away from your 
home on the wires rather than to- 
wards it and away from the ground?” 


see the value of electricity. 


Another strong reason for using 


A Corner of ‘‘ The Light House,’’ Rome, Ga. 


land the nerve rack- 


ing, loud talking, impudent ones, | 


customers, 


put on my “Sunday-go-to-meeting” 
smile and call on them first. The 
best way to start the conversion is 
to tell them the truth about them- 
selves and while they sometimes get 
well worked up, vou have made an 
and busi- 


impression you get the 


ness. 





Electric Power in Northern England 


NEWCASTLE-UPON-TYNE 


3y GLENN 


N Northern England, are three 
large power companies which 
are supplying electric energy at 
a lower rate than anywhere else 
in the 
the 


world. These companies — 
& Durham Electric 
Power, Ltd., The County of Dur- 
ham 


Cleveland 


Electrical Power Distribution 
Co., Ltd., and the Newcastle-upon- 
Tyne Electrical Supply Co., Ltd.— 
are wholly 

but mutual ve- 
ments whereby the load may be dis- 


tributed 


independent organiza- 


tions, have arran 


them in order to 
produce a maximum of efficiency in 


generation 


among 


and. distribution 


minimum cost. 


at a 
They cover a strip 
of territory about 30 miles wide be- 
tween the River Tees and the River 
to 
the south and north of the respec- 


Tyne, with the industrial arez 


tive rivers, which includes the great- 
est industrial centre in England— 
ship-building, iron and 
The 


companies are hampered, however, 


and steel, 
coal being the chief factors. 


by being excluded from operating 
in cities with municipal plants, ex- 
cept by special arrangements with 
the local authorities. 

The Newcastle company came un- 
der its present management in 1905, 
but the active campaign for new 
business did not begin until 1906; 
all of 1905 being taken up in secur- 
ing full and correct information as 
to the possible customers, and the 
methods by which they might be de- 


MARSTON 


veloped. This information was tab- 
ulated geographically and according 
to trades, and during 1906, for the 
full year, all efforts were devoted to 
ship-builders. Today electric power 
is the only power in the shipyards, 
whereas in 1905 there was compara- 
tively little used. 

After the culmination 
of the shipyard campaign, the com- 
pany went out for the diverse trades 
which make up the industrial life of 
Newcastle. 


successful 


In each business, elec- 
tric power was established by care- 
ful canvassing and the use of adver- 
tising, such 


publicity being em- 


ployed, however, for only a year, 
and discontinued in 1908 because it 
was felt that the community had be- 
come familiar with the company’s 
power resources. 

The territory was divided into dis- 
tricts and each district into trades, 
and as soon as a majority of power 
users in any one trade in a district 
was secured the “star canvassers”’ 
(as they call them there) were tak- 
en off and put into new territory. It 
was found that in almost all cases, 
the remaining prospects became cus- 
tomers without further strenuous ef- 
fort on the part of the company, and 
that solicitation of the conservative 
prospects was not as fruitful of re- 
sults as was the example set by 
more progressive competitors in the 
same trade. 

The works 


company in closest 
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harmony with the North Eastern 
Railway in securing the location of 
new industries in the district, and a 
considerable quantity of advertising 
matter has been sent out by both 
the power company and the railway. 
The North Eastern Railway is one 
of the two most aggressive systems 
in England,and has industrial agents 
all over Europe seeking to interest 
manufacturers in locations along its 
lines. While the railway was quick 
to see the advantages offered by the 
power companies, the 
were not content to allow the rail- 
way to do all the promoting, and 
now all the prospects of the railway 


companies 


are turned over to the power com- 
pany, and vice versa. 

The the company 
takes great pains to keep in person- 
al touch with the important men 
among the power consumers. 


manager of 


Two 
or three times a year he makes a 
personal (by appointment), 
which usually lasts for two or three 


call 


hours, when the customer's power 


situation is fully discussed in all its 
phases. Great care is taken not to 
have these come at a time 
when the consumer is likely to be 
distracted with other affairs, such 
as board meetings, important con- 


calls 


The man- 
making his call, of 
course, secures all available data re- 
garding the 
market conditions, 


tracts or similar matters. 
ager, before 
customer’s business, 
possibilities of 
extensions or overtime work and be- 
comes thoroughly familiar with all 
past negotiations between the com- 
pany and the consumer. A report 
on each of these conferences is made 
immediately upon its completion, 


which is available for reference at 
the time of the next call. 

The commercial organization un- 
der the sales manager consists of 
two colliery engineers (one for cok- 
ing collieries, and one for “non-cok- 
ers’), one expert on large manufact- 
uring installations and one expert on 
small motors. ‘The sales manager 
and his chief assistant are all-around 
men, one devoting his time to power 
The staff 
consists of 


and the other to lighting. 


of the chief assistant 


three illuminating engineers, han- 
dling stores, factories and houses 
respectively, and six house-to-house 
work on commis- 


canvassers who 


sion. The company’s power experts 
the standing 
in the community, which largely 


enjoy very highest 
through these conferences with cus- 


tomers has been developed into 
much the same relationship held by 
a physician to his patients or a law- 
yer to his clients. Prospective cus- 
tomers feel perfectly free to allow 
the company’s experts to inspect 
their plants, secret processes and all; 
and this confidence has never been 
violated. Every employee of the 
company is hired under a contract 
which provides that he cannot un- 
der any circumstances give informa- 
tion concerning customers of the 
company. 

The result of this policy has been 
the 


canvassing. 


a lessening of necessity for 
The 


pany is able to assume the attitude 


strenuous com- 
of a corps of consulting experts, con- 
stantly at the service of any custom- 
er or prospective customer without 
The 


ceases to be a business getter for the 


cost or obligation. canvasser 
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company, and becomes a money 
saver for the client, giving a free- 
dom of intercourse found nowhere 
else in Great Britain, and hardly 
equalled even by our own best new 


business departments. 


II—Middlesbrough. 


The city of Middlesbrough, situ- 
ated on the River Tees, has a popu- 
lation of 790,000 and is the centre of 
the iron and steel industry of North- 
ern England. The city has a muni- 
cipal lighting plant which purchases 
current from the Cleveland & Dur- 
Ltd. 
company obtained its first “powers” 
from Parliament in 1900, and oper- 
ates over an area of 870 square miles. 
One provision of its Parliamentary 


ham Electric Power, This 


grant forbids its entrance into cities 
having municipal plants without the 
consent of the local authority “un- 
less consent be unreasonably with- 
held,” the British Board of Trade to 
pass upon the unreasonableness. 

In the company’s area it is esti- 
mated that there is 225,000 hp. in 
possible business and of this amount 
40,000 hp. is already connected. A 
complete ‘“Consumer’s Department” 
is maintained to handle new busi- 
ness and interest prospective cus- 
tomers, an important feature of the 
work being the effort put forth to 
secure the location of new industries 
The North East- 
ern Railway co-operates in every 


within its district. 


way. 
Of all the power produced by 
the Cleveland & Durham Company 


A 


less than 15% is generated directly 


from coal, for the utilization of waste 


heat is further advanced in this dis- 





trict than anywhere else in the 
world, the company having some 
thirty generating stations using 


either coke oven gas or steam from 
blast example, a 
waste heat station is operated at the 
blast furnaces of Sir Bernard Sam- 


furnaces. For 


uelson & Company, using live steam 
from the blowing engines which for- 
The 
capacity of the station is approxi- 
mately 4,000 hp., the installation 
consisting of two 1650 hp. Parsons 
turbines and one 700 hp. turbine. 
The capital charge is very low as the 


merly exhausted into the air. 


building is of temporary character, 
the only cost being for machinery 
and foundations. The territory is 
covered with a network of lines so 
arranged that every consumer can 
be supplied from two or more sta- 
tions. Most of the large consumers 
can be supplied even if three trans- 
mission lines were interrupted. The 
waste heat stations operate at a load 
factor of 85 to 95%, the load factor 
for the whole system being about 
65%. 

The company employs four high 
erade engineers who spend their en- 
tire time in following up new busi- 
ness prospects and are directly re- 
sponsible to Mr. Arnold B. Gridley, 
These 
will go to a manufacturer or mining 


the general manager. men 
concern and prepare a detailed esti- 
mate of the cost of installing and 
maintaining electrical equipment. 
In many cases they analyze cost 
problems far beyond anything pre- 
viously attempted by the prospec- 
tive customer himself, and therefore 
have an advantage of which they are 


quick to reap the benefits. 
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In addition to the four experts, 
the company employs a number of 
canvassers who develop interest on 
the part of customers and do not 
consummate any large power con- 
tracts themselves, but turn the inter- 
ested prospect over to an engineer 
whose technical qualifications en- 
able him to procure accurate data. 
Each of the four experts covers a 
specific industry and is not restrict- 
ed as to territory, as it is not un- 
usual for the three power companies 
in Northern England to borrow one 
the 
Company’s 


another’s specialists. One of 


Cleveland & 
men is a colliery expert; one looks 


Durham 


after general industrial power, such 
as shipyards, mills, etc., one speciat- 
izes on lighting and small power 
is an 
authority on rolling mill operation. 


consumers; while the fourth 


The company spares no expense in 
keeping its technical staff ahead of 
any other industry in the district— 
for example the rolling mill engi- 
neer was sent for an extended tour of 
the continent this year, visiting all 
the mills where modern methods are 
in use. 

So far the Cleveland & Durham 
Company has not had an opportuni- 
ty to do much exploitation among 
small consumers for the field of big 
users is still largely untilled, and all 
efforts are bent toward bringing the 
big collieries, iron mills and ship- 
yards into line. There are, however, 
about 8,000 lighting customers con- 
nected and over twenty sets of local 
officials have to be dealt with, all 
negotiations with them being han- 
dled through the general manager. 
In some cases the company has had 


considerable difficulty in 
rights in local 
has had 


securing 
and at 
to threaten to go 
Board of Trade. In Mid- 
the does a 
large business, having made an ar- 


districts, 
times 

to the 
dlesbrough company 


rangement whereby the city plant 


buys current, and gives the company 


a free hand provided it does not in- 
terfere with the city’s present cus- 
tomers. Under this arrangement 
the municipal plant has not only 
been able to reduce its rates, but it 
also is making a larger profit than 
ever before. 

The conference system is in gen- 
eral 


use England in 


making contracts for large power in- 


throughout 


stallations. At these conferences two 
or three representatives of each side 
are present and matters are thrashed 
out to a final decision. Once a pros- 


pect has decided against electric 
power, it is most difficult to renew 
negotiations, for it is first necessary 
individ- 
ually, and then the Board must be 
converted collectively. 

The Cleveland & 


pany has attained a remarkable de- 


to convince each director 


Durham Com- 
gree of success in its negotiations 
for new business. ‘When we begin 
canvassing a new industry,’ says 
one of the engineers, “we go after 
the customer who gives us the best 
rate, even though he may be known 
to be more difficult to obtain than 
some other consumer, and we do not 
care where he may be located. It is 
the first customer who establishes 
the rate for any given class of serv- 
ice, and we find it impossible to se- 
cure consumers at a higher rate than 
that of existing consumers in the 
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same trade, even though conditions 
of service may widely vary. 
“Therefore we choose, as our first 
prospect, a firm which will save 
money on an installation of electri- 
cal equipment, even though the rate 
be comparatively high. It is an 
easy matter thereafter to secure 


other customers in the same trade, 
particularly as the conditions of 
service in some cases justify lower 
rates. The best evidence of this is 
the fact that we are supplying power 
to many collieries at a cost lower 
than they can produce it with their 


own coal.” 








A Dollar Idea 


By J. F. McGuire, New Business Dept. 
The Ottumwa Railway & Light Co., Ottumwa, Iowa 


NE of the most effective aids to the central station salesman in 
following up prospective power business is the want ad in the 
daily paper. People are constantly advertising for second-hand 
steam engines, gas engines, generators, shafting and belting or other 
machinery which the electric motor may supplant. 

If these leads are followed up at once they will produce much 
valuable business, for you reach the prospect when he is on the 
point of spending money and he need only be shown that the motor 
guarantees better service at an investment no greater. 














do not get sufficient heat. 


installed on thirty days’ trial. 





A Dollar Idea 


By F. L. Ball, Manager 
Haverhill Electric Co., Haverhill, Mass. 





URING this season of the year when the weather is cold, and 
people are having trouble with their furnaces, they are con- 
tinually calling upon their plumbers to explain the reason why they 


We have seen all of the plumbers in our city, and explained to 
them fully the use of the Emerson hot air furnace blower, giving 
them advertising matter, and advising them that the blowers can be 


This very often is the means of helping a plumber out of a hard 
position, and sells a furnace blower for us. 

















Re-Lamping the Church Cross 


A Novel Mechanism Devised by a Clergyman in Dayton, Ohio 


By A. LARNEY 


HE top of the spire of Holy 

Trinity Church in Dayton, 

Ohio, reaches 200 feet above 
the street, and beyond this shines 
the illuminated cross, 14 feet higher. 
The obvious impossibility of renew- 
ing lamps in this cross by any ordi- 
nary method undoubtedly aroused 
much curiosity among readers of 
SELLING ELECTRICITY 
when this_ photo- 
graph was published 
some months ago in 
an article on display 
lighting for church- 
s; for a number of 
inquiries have been 
received by the Day- 
ton Lighting Com- 
pany, asking for in- 
formation on_ the 
construction, opera- 
tion and efficiency of 
the display. The 
story is an interest- A. 
ing one. 

A couple of years ago the old 
iron cross which surmounted this 
spire became loose and dangerous 
and it was necessity to send up a 
“steeple-jack” and remove it. When 
it came to the choosing of a suitable 
cross to take its place, however, the 
priest strongly favored a cross of 
light, as in keeping with the age, 
and because he believed that the 
sight of such a symbol during the 
dark hours of the night would have 
an influence ten times more bene- 





ficial than its daylight service. The 
mechanical difficulties, however, in 
erecting and maintaining such a 
cross presented serious obstacles to 
the carrying out of the plan, for the 
extreme height of the steeple and 
the small, tapering top precluded 
the possibility of replacing burnt- 
out lamps from the outside, and 
made the _ installa- 
tion of the cross it- 
self a very hazard- 
ous undertaking. Fi- 
nally, after numer- 
ous sign men had 
racked theirbrains to 
no avail, it was the 
priest himself who 
evolved an original 
scheme, sufficiently 
ingenious to be prac- 
tical and successful 
in operation. 

The cross consists 


Larney of a skeleton iron 


frame 14 feet in 
height with arms 9 feet wide, the 
whole being 13 inches deep, with 
galvanized iron sides and top and 
open back, front and base. This 
frame is located at the extreme tip 
of the spire from which the top had 
been removed allowing access to the 
cross from the interior of building. 
As shown in the diagram, the lamps 
are screwed into receptacles mount- 
ed on three flexible belts, equipped 
with a series of rope guides and pul- 


leys by means of which the whole 
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The Holy Trinity Church, Dayton, Ohio 
Photographed at night 


electrical installing can be lowered 
from the cross down into the inter- 
ior of the spire. 

When in place the belts lie flat 
against the sides of the cross with 
the lamps projecting at right angles 
to the usual arrangement. There- 
fore, the sides of the lamps are vis- 
from both 
the 


which wire mesh is imbedded to pre- 


ible sides of the cross 


glass face plates, in 


through 


vent the possibility of any accident 
as the result of falling pieces should 
the glass be broken by storms or 
stray bullets. The operation is so 
simple that the belts can be drawn 
down from the cross into the steeple 
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Diagram of Mechanism in Cross. 
The dimensions have been somewhat distorted in order 
that the arrangement of the belts and pulleys 
might be shown more clearly 


the entire 
lamps changed and the belts replaced 
in less than a half hour. 

The efficiency of the cross itself 


and 38 8-candle-power 


needs no comment for the picture is 
ample evidence. As an indication 
of the ease with which the sign can 
be re-lamped it is only necessary to 
mention that green lamps have been 
inserted for St. Patrick’s Day and 
ruby lamps have been used on Good 
Friday to give the illumination the 
special sentiment desired. 





Advertising the Chicago Electrical Show 


T is estimated that the attend- 
ance during the first week of 
the 
was close onto 100,000, breaking all 


Chicago Electrical Show 


previous records. ‘The second week 
was quite as unqualified a success, 
and this year’s exhibition has sur- 
passed all previous functions of this 
character in any city. 


Not a little of this tremendous 


directs the advertising of the Com- 


monwealth Edison Company, in 
talking of this campaign, gave the 
following interesting account of 
how the idea originated and was 


carried out :— 


“In planning an advertising cam- 
paign, we are first confronted with 
the necessity of presenting the sub- 
ject to be advertised in a _ novel 


General View of the Chicago Electrical Show 


popularity is attributed to a very 
novel advertising campaign, consist- 
ing of a series of cartoons in the 
local papers. These cartoons were 
published by the Commonwealth 
Edison Company in the interests of 
the Electrical Show, but as part of 
their regular and constant publicity 
in the daily press. 

Mr. William D. McJunkin, who 


manner that will gain public atten- 
tion and interest—and which will 
sustain this interest throughout the 
campaign. From year to year, 
upon the holding of the annual 
shows in Chicago, such as the 
Horse, Flower, Automobile, and 
Electrical Shows, some of the local 
newspapers have had timely car- 
toons on the subject. Therefore, it 
occurred to us through observation 
of the public interest in these car- 
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toons that herein if properly devel- 
oped, lay a valuable advertising idea. 

“Untold thousands of newspaper 
readers ignore the editorials and 
even the startling headlines over 
the news columns until they have 
seen the morning or evening car- 
toon. The human mind ever pre- 
fers the pictured situation to the 
worded explanation, and the pub- 
lic has come to feel that in the daily 
cartoon it will see depicted the 
great, the one engrossing subject 
of the hour. Indeed, it has been 
said in effect that when a man has, 
by his deeds or his misdeeds, be- 
come the subject of the newspaper 
cartoonist he has ‘arrived.’ 

“The power of a newspaper car- 
toon to command attention, to mold 
public opinion and to arouse con- 
certed action is inestimable. Car- 
toonists have made local and _ na- 
tional history, have effected the 
righting of wrongs—political, com- 
mercial, and otherwise. Not to 
minimize the potency of stirring 
editorials in strong newspapers, it is 
significant of the influence of the 
cartoonist that he stands in a much 
closer and more personal touch 
with readers than does the editorial 
department which stands sponsor 
for his subjects. \Vhat, then, could 
better supply the needs of an- Elec- 
trical Show advertising campaign in 
commanding public attention, and 
gaining and sustaining public intef 
est, than a series of newspaper car- 
toons? Here, then, was the idea. 

“The Electrical Show fills a pub- 
lic want of an occasional exposition 
of the marvelous advances made in 
the development of electricity for 
the benefit of humanity. This was 
the element of human interest with- 
out which the co-operation of news- 
papers and their cartoonists could 
not be hoped for and which was 
essential if the cartoons were to be 
effective—for the cartoonist rides 
ever upon the crest of popular 
sentiment, putting graphically into 


black and white those images he 
detects in the public mind. 

“Each of the large Chicago daily 
newspapers was asked to prepare 
a cartoon depicting the cartoonist’s 
impression of the Electrical Show, 
and to publish it on the opening 
day—Saturday, January 15th. Thus 
it came about that on that day the 
readers of these newspapers saw, 
on the first page, a cartoon of the 
Electrical Show. Permission was 
then obtained from each newspaper 
to engage their cartoonists to pre- 
pare for us special cartoons. Like 
arrangements were also made with 
newspaper cartoonists in several 
large cities in surrounding states. 

“A large, plain type announce- 
ment was published Friday, the day 
preceding the opening of the Show, 
informing the public that a series of 
entertaining cartoons, by the lead- 
ing cartoonists of the West, would 
appear in each newspaper, begin- 
ning Monday and running through- 
out the Electrical Show, and it was 
suggested that the public watch for 
and make a complete collection of 
them for the sake of an interesting 
comparison. These cartoons occu- 
pied a space averaging 10 inches in 
depth across three columns. Be- 
neath each cartoon proper credit 
was given to the cartoonist, while 
five or six lines of type called atten- 
tion to the purpose and scépe of the 


» Electrical Show and invited Show 


visitors’ especially to see the exhibit 
of the Commonwealth Edison Com- 
pany.” 

Fourteen of these cartoons were 
run in all, and in addition each of 
the eight Chicago daily newspapers 
prepared another cartoon of their 
own and ran it in the first pages on 
the day the Electrical Show opened, 
without remuneration. The unprec- 
edented attendance bears eloquent 
testimony to the popular favor with 
which this advertising was received. 
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“My Wife's Gone to the Country—Hooray!—Hooray!!” The Star ae 
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Four cartoons advertising the Chicago Electrical Show, which were 
recently run in the Chicago daily papers as a part of the campaign of the 
Commonwealth Edison Co. These cartoons were the work of leading 
cartoonists in neighboring cities. 
















Selling Electricity February, 1910 





Speaking of Cartoons— 
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First Tramp—Say, Willie, Wake Up; Here’s New York! 


This picture appeared as the regular cartoon in the Montgomery (Ala.) 
Advertiser on the morning of July 20th, the day after the big slogan sign was 
turned on. This sign was fathered by Mr. George Williams of Henry L. 


Doherty & Co., in the interests of the Montgomery Light & Water Power 
Company. 





What the Manufacturer is Doing for the 
Central Station 


I.—How the Holophane Company has Succeeded in Arousing a Popular Interest in the 
Subject of Illumination 


By Ear. E. WHITEHORNE 


A FOREWORD 


HERE has been a very marked broadening of the mental attitude of the manufacturers 

of electrical products in the last few years. On every side the central station man is 
met with offers of aid, both material and advisory, and there is a closer harmony and co- 
operation between manufacturer, trade and ultimate consumer than ever before. 

Of course, the deep set commercial instinct of “Let the Purchaser Beware!” has done 
much to retard this movement, and has kept many a man from participating, but in spite 
of this the progress was inevitable. Perhaps it is not unnatural that many have been in- 
clined to ask “who pays the freight?” and to hazard the guess that such expenditures by 
manufacturers in co-operating with their customers must be covered at the expense of the 
goods themselves. But down underneath is ever this clear, logical explanation: With the 
ever-growing production and consequent closer competition between manufacturers comes 
the necessity of not only selling the central station, the contractor and the dealer; but of 
going beyond and arousing a demand from the ultimate consumer himself, so that the 
dealer’s market shall be self-sustaining. In other words, it is no longer a question of 
‘*How much can we sell zo him?” but a universal problem of “How much can we sell 
through him?” 

The manufacturers take the initiative and offer material co-operation, and because 
there are still so many men who are allowing these opportunities to escape them, I believe 
that a short, unprejudiced account of the methods which a few of these manufacturers are 
pursuing will be of interest to central station men and may perhaps lead to a better under- 
standing of the motives behind this work, and of its effect on the current-consuming public. 

The subject of illumination is so fundamental that the very successful public demon- 
stration work which has been carried on by the Holophane Company of Newark, Ohio, 
naturally suggests itself as characteristic of the spirit of this movement. It must be under- 
stood, however, that it is not the intent of these articles to touch in any way upon the 
relative merits of the manufacturer’s product, but rather to bear testimony to the sales 
policy as it applies to co-operation with the central station. 


N talking one day with Mr. W. _ phane System to the local salesmen 

F. Minor, Secretary of the Hol- or solicitors and invited them to 
ophane Company, about the _ bring in any prospective customers 
methods of his sales force in dem- whom they might believe to be in- 
onstrating the principles of correct Trunk outfits were used 
illumination to the public, I asked in these demonstrations, and gener- 
him how the scheme had been de- ally the talk was given in some 
veloped. room in the hotel. Although these 
“It was a gradual process,” he men were invariably interested, still 
said. “Our salesmen formerly went we did not come in touch with the 
into a town, called on the central public to any extent, and the public, 
station, the jobber or the dealer as_ of course, is our ultimate market. 


terested. 


the case might be, and endeavored 
to interest them in Holophane re- 
flectors. If possible, they demon- 
strated the principles of the Holo- 


Moreover, these local men, through 
inexperience, were not able to talk 
Holophane to this public as success- 
fully as our own trained salesmen. 
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“About two years ago, our New 
England man who had long suf- 
fered from these conditions hit upon 
the plan of giving public demonstra- 


HEAR HOWE! 











Everyone is invited to 


hear Professor C. A. 
Howe of Chicago, 
lecture on “The light- 
ing of stores and res-~ 
idences with Tung- 


sten Lamps as a guest 
f 
0} 


The Electric Company 


FLUSCH'’S HALL 
Thursday, April Ist 


p- m. No admission charges. 

















Poster Announcing Demonstration in Des Moines, lowa 


tions, working with and through the 
central station. The first trial was 
at Montpelier, Vermont, where he 
had a booth at a Merchants’ Bazaar, 
and the results were so satisfying 
that today our travelling represen- 
tatives are devoting the greater part 
of their time to working up and 
conducting these public demonstra- 
tions in the interests of central sta- 
tions. This is taking place in all 
parts of the country. 

“The success of this public dem- 





onstration work depends largely on 
the attitude of the central station. 
In a great many cases the public is 
inclined to believe that it is ‘another 
dodge’ on the part of the lighting 
company and do not give the mat- 
ter proper consideration. This has 


been overcome quite successfully 
by arranging newspaper write-ups, 
which have a tendency to create 
public confidence. The central sta- 
tion should also advertise the dem- 
onstrations in all newspapers and 
send out special invitations. 

“A great deal of the success also 
depends on the way the central sta- 
tion follows up the matter after our 
salesmen have left. The Holophane 
man always arouses more or less 
enthusiasm during his demonstra- 
tions, and before he leaves the city 
he makes it a point to call on those 
who are interested, working with 
the central station and trying to 
land installations of Holophane. If 
the central station has a confident 
selling force and these men become 
interested and follow up the work 
which our salesman starts, it means 
an increase of business for us and a 
margin of profit and satisfied cus- 
tomers for the central station. 

“On the other hand, it is not a 
paying proposition if the central sta- 
tion does not follow the work up in 
a systematic manner, because all the 
results we get is the glassware our 
salesman can sell while he is there. 
It is very rarely that this pays his 
expenses; therefore, unless the cen- 
tral station has a selling force or 
some other arrangement for follow- 
ing up the work started by our sales- 
men, it means that the mail orders 
do not follow and, consequently, we 
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are out the expense to which we 
have been put. 

“Properly worked and with plenty 
of co-operation between the central 
station and our company these pub- 
lic demonstrations should do a great 
deal of good to all parties inter- 
ested, for, in the first place, such 
demonstrations show the public that 
the lighting company is willing to 
meet them half way in improving 
their lighting conditions. It also 


brings the subject of illumination 


over, the lighting company also real- 
izes a profit on the glassware which 
it sells.” 

There you have the theory and 
the sales policy behind it. Readers 
of SELLING ELEctTrRIcITy will prob- 
ably recall an article which appeared 
in the issue of last August telling 
the story of a series of these demon- 
strations in New Haven, Conn. 
Here the concrete results were 75 
new to the 
Illuminating 


connected 
United 


customers 


lines of the 





Stage Arranged for a Holophane Demonstration, Jersey City, N. J. 


more strongly before the people and 
helps to arouse and keep up enthus- 
iasm on the part of the lighting com- 
panies’ solicitors. The publicity 
which both the Holophane Company 
and the central station secure from 
the newspaper write-ups is of con- 
siderable value and the Holophane 
salesmen have an opportunity to get 
much closer to the organization of 
the central station, from president 
to office boy, than would be possi- 


ble in a dozen ordinary visits. More- 


Company, an enormous amount of 
publicity that resulted in improving 
the illumination throughout practi- 
cally the whole commercial district, 
and, on the word of Mr. F. D. 
Adams, Treasurer of the lighting 
company, displaced between 500 and 
600 gas arcs and from 700 to 800 
mantle burners. 

Another and more recent illustra- 
tion of the practical value of such 
demonstrations I have just received 
in a letter from Mr. P. C. Jeannot, 
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Supt., The Marysville Light and 
Water Co., of Marysville, Ohio. 
This is a city of 4,000 people. Mr. 
Jeannot says :— 

“We considered that it would be a 
good idea to start an educational 
campaign in this town, in regard to 
the use and abuse of electric lights. 
Previous to this time there were 
about 400 tungsten lamps of various 
wattages installed, the majority of 








picked out by the purchaser merely 
with an eye to the appearance and 
used indiscriminately on any kind 
of lamp and for any purpose. 

~The Holophane Company was 
requested to send a man who would 
demonstrate the use of the differ- 
ent types of reflectors, and for the 
two weeks preceding his arrival the 
demonstration was widely adver- 
tised in the local paper and by 








Photograph of the Stage on Which the Marysville, Ohio, Demonstration was Given 


them on the old drop cords which 
had been used for the incandescent 
carbon lamps, and without any re- 
flectors. The majority of the peo- 
ple, however, were still using the 
carbon lamps, both for business and 
domestic A reflector 
called a shade and bought by ap- 
pearance only. The company had a 
fairly well assorted supply of Holo- 


phane reflectors, but these 


purposes. was 


were 


means of placards in all the business 
houses. 

“The day of the demonstration a 
personal post-card was mailed to 
each business house in town, urg- 
ently requesting that they have a 
representative attend. The local 
opera house had been secured, as 
the company had no room of suf- 
ficient size to accommodate the 
number of people we hoped would 
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witness the demonstration. Music 
was furnished by an orchestra. At 
least 400 people, one-tenth of our 
population, were in attendance at 
the opera house on that evening. 
“The result of the demonstration 
was Satisfactory beyond our expec- 
tations, as we have been so far un- 
able to make all the installations of 
tungsten lamps with Holophane re- 
flectors which were called for by the 
business people of the town.” 


These are simply illustrations of 
the way in which such hearty co- 
operation between a manufacturer 
and central station can be made to 
produce profitable business for both. 
The Holophane Company is simply 
taken as an example, and in fol- 
lowing numbers it will be shown 
that many other manufacturers in 


their respective fields are just as 
willing and competent to join forces 


with the central station for the com- 
mon objective. These opportuni- 
ties are available for every lighting 
company and the price demanded is 
simply—co-operation. Not 
sonable—is it? 


unrea- 


Some men complain of their 
towns being “dead” and the impos- 
sibility of introducing heating appli- 
ances, tungsten lamps, small motors 
or any other device which requires 
selling ability and consistent effort. 
Until they have availed themselves 
of the standing offers from the man- 
ufacturers and evidenced a willing- 
ness to work and learn, their towns 
are “dead,” largely because encum- 
bered by the dragging weight of an 
Let 
‘dead town” look first 


unprogressive central station. 
the man in a ‘ 
to his own mental attitude and then 
to the support which the manufac- 


turer freely offers. 


Special Illumination Advertising a Demonstration in New Haven, Conn 
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The Value of the Cartoon 


HE use of cartoons for adver- 

tising the Chicago Electrical 

Show is another reminder 
that central stations are largely over- 
looking this very potent medium for 
reaching the public in a clever dis- 
guise. The popularity of the daily 
cartoon needs no proof—for everv 
man with a streak of humor in his 
make-up reads them and is amused. 
And their chiefest value lies in the 
fact that they occupy space that is 
not for sale. 

The cartoonist and the editor are 
responsible for the choice of subject, 
and, like the editorial column, the 
space is guarded and watched. But 
unlike the editorial, the cartoon plays 
to the popular fancy and pokes fun 
where the laughter is assured, and 
the sympathy is forgone. However, 
it is not always easy to find the fit- 
ting subject for the daily inspiration 
and there is many a morning when 
the artist squeezes his cerebrum in 
vain and falls back on the original 
and ever-enduring topic of conversa- 
tion—the weather. 

Isn’t it perfectly obvious that if 
some young chap connected with the 
central station makes it his business 
to get acquainted with this cartoon- 
ist, and tells him from time to time 
a few of the really humorous things 


: 
ROO AO ANON AO NANO AO OOK ORIEN 


that are forever coming up in his 
daily work—isn’t it perfectly obvi- 
ous that they will appear in the pub- 
lic prints? 

Every cartoon writer is on the 
watch for just this sort of thing and 
if somebody initiates him into the 
central station point of view, he will 
do the rest. And it will produce just 
such cartoons as have appeared from 
time to time in SELLING ELECTRIC- 
ITy, reprinted from local papers of 
Montgomery, Oklahoma City, South 
send, etc. 

OS 
What the Manufacturer is Doing 

HE series of articles on 

“What the Manufacturer is 

Doing for the Central Sta- 
tion,” which we announced in Decem- 
ber and were forced to postpone one 
month, begins in this issue. Our ob- 
ject,as stated in the Foreword, issim- 
ply to call the attention of central 
station men to the opportunities that 
lie ready at hand. 

There are many men in small com- 
panies who feel that through the 
need for economy in expenditure, it 
is impossible for them to advertise or 
solicit new business adequately ; and 
they suffer in consequence. Yet, if 
they but realized it, there are a dozen 
ways in which the trick could be 
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turned through co-operation with 
some manufacturer and without loss 
of dignity or undue obligation. 

We want to point out who some of 
these manufacturers are and how 
they work and why. There is no ul- 
terior motive and no relation be- 
tween these manufacturers and the 
advertising pages of this magazine. 
Bear that in mind as you read. 


O56 


Club Subscriptions 


E want to impress on the 
minds of all central station 
sales managers that the an- 
nouncement appearing on the outside 
front cover of this magazine is an op- 
portunity which will not be obtainable 
again. We need not dwell on the 
value of SELLING ELEctrrIcITy to the 
salesman, for he who reads knows our 


point of view and our objective; but 


the value of the individual sales sense 
in each and every member of a cen- 
tral station is not always appreciated. 

This magazine is the medium for 
keeping in accord with the central 
station commercial world and every 
story of some other man’s methods or 
achievements may supply just the 
suggestion which will point the solu- 
tion to some waiting problem. But 





such aid comes only through careful 
reading and unhurried thought, and 
only in the application of the idea. 

There is little time for reading in 
the busy hours of the day, and the 
man who ‘wants to know’’ seeks in the 
leisure of his evening. The magazines, 
therefore, that serve the best are those 
that are delivered to the home ad- 
dress. 

Here is an opportunity to place 
SELLING ELecrricity in the hands of 
every man who needs it, at a cost that 
is lower than it will ever be again. 

° 

Oo 

We Smile 

E note with mingled feel- 
ings of pride and amuse- 
ment that a story which 
recently appeared in System maga- 
zine the title, “A Talking 
Point,” has been reprinted in a prom- 
inent 


under 


location in our “most es- 
teemed,”” etc., Zhe Electrical Rec- 
ord. It is the story of a campaign 
for the sale of electric fixtures and 
was written by our. Mr. Frank P. 
Rae, Jr., under the nom de plume of 
Frederick Benjamin. We think it :s 
a good story and, with this endorse- 
ment of The Electrical Record, rec- 
ommend it to our readers. 








Electrical Progress Department 


A Revenue Controller for Flat Rate Business 

The offer of electric current at a fixed 
charge per month unquestionably has a 
great “pulling” force, for the fear of high 
bills is one of the chief obstacles to a larger 
use of electric light among small residence 
and store consumers. The flat rate based 
merely on the total number of lamps in- 
stalled, however, is unfair both to consum- 
er and central station as no set charge can 
be made equitable to all cases, for if the 


central station is protected against the ex- 
travagant consumer his economical neigh- 
bor suffers. 

The Excess Indicator provides a con- 
trolled flat rate based on a maximum num- 
ber of lamps used at one time, irrespective 
of the total installation. Its operation puts 
an automatic check on the consumer by 
causing his lights to flicker if he exceeds 
his contract capacity, thereby limiting the 
waste of current without interfering with 
its proper use. When once installed the 
instruments require no further attention, 
and the cost of meter readings, repairs, and 
inspections is eliminated, the bookkeeping 
and billing greatly simplified, and the cen- 
tral station assured a guaranteed income. 
For these reasons it is possible to fix a very 
low rate for lighting on this basis. 

The Excess Indicator, as shown by the 





accompanying illustrations, is extremely 
simple in construction. A vertical electro- 
magnet having a movable armature directly 
above it is energized by the total load cur- 
rent. The armature is attached to a hori- 
zontal spring arm having an adjustable ten- 
sion (shown at the right in the illustration) 
and operating between two studs or pins at 
its free end. Below the electro-magnet is 
a solenoid containing a plunger to which is 
attached a double pole switch in the load 
circuit. When the current inthe 
magnet reaches the predeter- 
mined limit the spring arm is 
drawn down, contact is made with 
the lower stud and a circuit closed 
which puts the line voltage across 
the solenoid, draws up the plun- 
ger and opens the switch. As 
soon as the switch opens, the 
electro - magnet, which is in 
series with the load, releases its 
armature, the spring arm re- 
turns to its normal position 
against the upper stud, the sole- 
noid circuit is opened, the plun- 
ger drops and the switch closes 
again. This cycle of operations 
causes the lights to flicker and is 
repeated as long as the excess 
current is maintained. 

The success of such a system depends 
entirely on the reliability of the instrument 
and the Excess Indicator Company, 74 
Cortlandt Street, New York, claims to have 
developed one that will maintain its calibra- 
tion and positive action for years. The ad- 
justment is made by changing the tension 
on a coiled clock spring of the best temper 
and the stud contacts are free and open so 
that “sticking” is impossible. The entire 
mechanism is immersed in oil which pre- 
vents arcing at the switch on the bottom of 
the plunger or at the contacts on the spring 
arm. There is an aluminum disk, shown in 
the illustration above the upper solenoid, 
which dampens the motion of the spring 
and a lead weight attached to the plunger 
below the solenoids insures the positive 
closing of the sliding spring jaws of the 
switches. The indicator is placed in cir- 
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cuit by connecting the two binding posts on 
the left to the line and those on the right 
to the load. The range of adjustment of 
the ten-ampere instrument is one 
ampere to ten amperes. Larger sizes with 
a maximum adjustment of 100 amperes are 
manufactured for greater loads. 

The use of the Excess Indicator in con- 
junction with tungsten lamps has produced 
remarkable results. One central station 
solicitor sold 230 tungsten lamps to 26 new 
customers in 14 days and other companies 
report very satisfactory business at the rate 
of 25 cents per month for each 20 cp. lamp. 
This rate is particularly attractive to resi- 
dences and opens up a large amount of 


from 


business before considered inaccessible. 

Excess Indicators can be used to advan- 
tage on a motor load and also in connec- 
tion with “break down” service. With the 
controlled flat rate the consumer can use 
vacuum cleaners, sewing machine motors, 
laundry machines, and other apparatus that 
does not exceed the contract limits and the 
small revenue lost from this day load is 
more than compensated for by the guaran- 
teed income provided by the contract. 


Emeralite Fixtures 

The distinctive name of “Emeralite”’ has 
been given to a particularly efficient and 
handsome line of desk and piano lamps 
manufactured by H. G. McFaddin & Co., 
New York. The use of individual desk 
lights on flat or roll top desks not only 
gives a less total wattage and much greater 
economy on account of the separate con- 
trol, but is more satisfactory to the work- 
ers than a general illumination of high in- 
tensity because the eyes may be rested by 
glancing up from the desk. The advantages 
of individual lights are largely counter- 
acted, however, if coarse shades, giving 
stratified shadows or which soon lose their 
reflecting efficiency, are used, or if it is 
impossible to adjust the angle of the re- 
flector so that the eye will be shielded 
from direct reflection from books or papers 
on the desk. 

The “Emeralite” shades are made of 
green plated glass, having an opal interior 
reflecting surface which will neither col- 
lect dust or tarnish and gives an even and 





efficient distribution of light. The rich dark 
green color together with the handsome 
design of the fixtures make them suitable 
for the finest offices or homes. 

The illustration shows an artistic type 
of single desk light containing ink wells 
at the base. This is made in similar form 
without the ink wells and also with two 
reflectors back to back for use on double 
desks. The lights for pianos or roll-top 
desks are provided with heavy bases and 
horizontal arms which 
in desired position. 


hold the reflectors 
A clamped arm type 
is also made for roll-top desks. 


All the 
clamps 


shades are fitted with special 
which hold them securely when 
adjusted to the proper angle. 

The “Emeralite” shades are furnished 
complete with lamp socket, silk covered 
cable and plug. Any ordinary incandescent 
lamp up to the size of a 40-watt Mazda can 
be used. The fixtures are made in Japan- 
ese bronze or old brass with green relief 
and other special finishes. 


Notable Mazda Installations 


The largest individual installation of 
Mazda lamps in Indianapolis is the new 
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store of D. Sommers Co., where 5070 
3uckeye lamps of the latest type have been 
installed. Of this number 3700 are 40 and 
60-watt lamps and 1370 are sign lamps. 
The illuminating effect is remarkably bril- 
liant, the wattage being easily double what 
would ordinarily be used in order that the 
name, “The Daylight Store,’ might be sus- 





tained after dark. A roof sign 80 feet long 
and 40 feet high contains the firm name 
and a clock outlined in lamps. Twenty-one 
eight-foot letters are used in the sign, 
which requires 1370 Mazda lamps and five 
compensating transformers. 

The installation is on the circuits of the 
Merchants’ Light and Heat Company, mak- 
ing it an excellent advertisement for the 
lighting company. 


Excel Laundry Irons and Heating Discs 

As the season for pushing the electric 
heating business approaches, the Excel Elec- 
tric Heating Company of Newark, N. J., 
has placed on the market, its 1910 product 
which contains several features that should 
appeal strongly to central station managers. 
For four years this concern has made a 
specialty of the manufacture of electric 
laundry irons and heating discs and by 
the adoption of improved labor saving 
machinery and a standard system of inter- 
changeability for all parts, it can afford to 





offer at a low price apparatus of a very 
high grade and superior design and finish. 

The 1910 devices have the patented self- 
contained “Excel” heating element which 
covers the entire surface of metal to be 
heated ensuring not only a hot point to the 
irons, but giving a working surface that is 
hot all over. A card is packed with every 
piece of ‘‘Excel’’ apparatus 
giving the manufacturer’s 
vs guarantee against burn-outs 
_ for one year, thus relieving 
wv the central station of all 
z responsibility. The heating 
t elements are flat and readily 
mailable, interchangeable 
and easily replaced by the use 
ofascrewdriver alone. Their 
construction is extremely 
simple and the price of renew- 
alafter the expiration of the 
guarantee very moderate. 

Now is the time the central 
station man is beginning to 
think of his heating device 
stock and look into the new 
lines of the year. Thereare 
many mechanical and electri- 
cal features of the ‘‘Excel’’ 
irons and discs that deserve 
an investigation entirely aside from the 
attractive contract which the makers have 
to offer. 


Vacuum Cleaners and Hygiene 

The Keller Manufacturing Co., Philadel- 
phia, Pa., is distributing a facsimile letter 
of Edward P. Fick, M. D., Bacteriologist 
for the State of Washington, which con- 
tains a strong argument for the use of 
Vacuum Cleaners from the standpoint of 
health. 

Dr. Fick, in writing of the Santo Vac- 
uum Cleaners, says that the broom must 
go, not only on account of the labor-saving 
features but from a purely sanitary stand- 
point. Dr. Fick writes as follows: 

“Disease is largely a matter of neglect 
of the principles of sanitation, especially 
in the house, and the disease producing the 
greatest death rate, tuberculosis, is almost 
wholly a house disease. . . . . It is 
spread, as a rule, by the inhalation of dust 
into the lungs. 
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“Many other diseases, for example, in- 
fluenza, ‘colds,’ pneumonia, and typhoid 
fever are known to be disseminated by 
germ-laden dust. This being true, it fol- 
lows that to avoid conditions of this sort 
fresh air and a clean home are necessary.” 


An Electric Organ Blower 
The Kenetic Organ Blower, illustrated 
herewith, consists of a series of fans 
mourted on one shaft, each fan taking the 





Og 














air in turn and adding the pressure gener- 
ated by the rotation of itself to that of 
the next. The fans are enclosed in a 
casing with the motor on the outside so 
that its efficiency is increased and no heat- 




















ed air driven into the organ. The speed 
is only about 850 revolutions per minute 
and is kept constant. 

The Kenetic blower is simple in construc- 
tion and claimed to be absolutely noiseless. 
There are no variable speed gears and the 


slow speed prevents wasteful eddy cur- 
rents from the fans. The action is posi- 
tive and reliable, the manufacturers claim- 
ing that the tone of the organ is improved 
by the blower. 

There are a great many church organs 
still operated by water motors and more 
by hand that would help that Sunday load 
curve. The electric blower requires no 
great outlay and can be placed anywhere 
near the organ. Further information re- 
garding the one described here may be 
obtained from the Kenetic Engineering Co. 
of Philadelphia. 


Flashing the Time from the Metropolitan Tower 


The illumination of the Metropolitan Life 
3uilding contains some novelties that give 
special interest to this unique feature of 
New York city. 

The “lantern” 700 feet above the side- 
walk is lighted by fifty-six 100-watt and 
eighty-eight 250-watt General Electric 
Tungsten lamps which are flashed at the 
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reflectors installed behind the clock faces 
and throwing their light on a dull white 
back board. The numerals are cut out of 
the clock face and the white board behind 
gives a peculiarly clear cut distinctness. 
While the Metropolitan clock is the larg- 
est in the world, there being four 26-ft. 
dials, a 1000-pound minute hand, a 700- 
pound hour hand and the hours being 
struck on a three and a half ton bell by a 
200-lb. blow, the scheme of flashing the 
quarter hours—one, two, three and four 
red flashes marking the quarters and a 
proper number of white flashes giving the 
hours. The dials are illuminated by eight 
hundred 25-watt G. E. Tungstens, giving an 


These 


lamps are placed in specially designed Frink 


equivalent of 16,000 candle-power. 


hours may well be applied to time pieces 
of more modest dimensions and the beauti- 
ful effect of the scintillating red and white 
changes obtained on a more moderate scale. 


A Companion for the Traveler 


The illustration shows a 


combination set which, though primarily in- 


acconipanying 


tended for travelers use, makes a very good 
specialty for 
devices into homes that have previously re- 
fused to consider them. It is packed in a 
neat black Fibroid case, six inches square 


introducing electric heating 


and consists of the following devices, all 
of which are so shaped as to fit snugly in 
this box: 
1 3-lb. Electric Iron. 
1 Rest for the iron. 
1 Stand for converting the iron into an 
electric stove by turning it upside 
down. 


1 1% pt. Aluminum vessel for cooking. 

1 Pair folding curling tongs. 

The Electric Iron is made for 110 volts and 
it can be safely operated on either direct or 
alternating current with a range of 10 volts 


either way. It is therefore adapted to the 
voltage of nearly every hotel in the United 
States and the convenience and low price 
of the Travelers’ Companion make it an 
attractive proposition at home or on the 
road. It is made by the St. Louis Electric 
Heating Co., of St. Louis, Mo. 





News and Reviews 


London Central Stations Co-Operate 

“The Electricity Supply Authorities” of 
London, some 30 or 40 in number, have 
formed a joint committee for dealing with 
matters in connection with pushing the 
sale of electricity; sub-committees being 
detailed to report on organized co-opera- 
tive publicity in advertising; the introduc- 
tion of current consuming purposes, etc. 


There will be weekly or monthly meet- 
ings for the interchange of opinion, which 
it is hoped will have a beneficial effect and 
promote the common cause throughout the 
south of England. This is the first time that 
any action of this kind has been taken among 
English central stations and bears the mark 
of the younger generation which is becoming 
more and more identified with the industry. 








¥ 
3 
4 
é 
2 
¢ 





February, 1910 





Selling Electricity 49 





To Develop Business for Central Stations 

The Central Station Development Co. has 
just been incorporated in Cleveland, Ohio, 
for the purpose of working for and with 
the commercial departments of central sta- 
tions, in showing them how to increase 
their revenue through the various me- 
diums from lighting fixtures to electric 
vehicles. The company will be under the 
management of Mr. W. H. Wissing, 
formerly New Business Manager of the 
Union Electric Light & Power Co., of St. 
Louis, Mo. 


Commercial Activity to be Resumed in Cincinnati 


Mr. H. W. Chase, who for some time 
has been head of the Commercial Depart- 
ment of the Dayton Lighting Company, 
Dayton, Ohio, has taken the position of 
New Business Manager of the Union Gas 
& Electric Company of Cincinnati. Mr. 
Chase expects to organize a depa. nent of 
about 15 men, and begin a thorough and 
spirited campaign throughout the city. 
There has been no active sales effort in 
Cincinnati for over two years; the cam- 
paign, therefore, will be a very interesting 
one to watch. 


Women’s Club Demonstrates Electric Appliances 
A very successful demonstration of elec- 
tricity for cooking, washing, ironing, and 
sewing was recently given under the aus- 
pices of the Home Economics Department 
of the New Jersey State Federation of 
Women’s Clubs, working in co-operation 
with the Public Service Corporation of 
New. Jersey. The demonstration was 
given in the auditorium of the Women’s 
Club of Orange, and an admission fee of 
25c. was charged to provide a fund for 
furthering the work of the Department. 
A special feature of the exhibition was 
a plate glass oven operated by electricity, 
whereby it was possible to observe the 
various processes of baking cakes, bis- 
cuits, fowl, etc. The food prepared by the 
demonstrators was served to guests. 


Echo of the Easton Sign 
An interesting echo of the celebrated 
Easton slogan sign is a new post-card, 
which is being circulated in great quanti- 
ties by the Easton, Pa., Board of Trade. 


This post-card bears on the reverse a re- 
production of the sign in colors, and states 
that the sign was a gift to the city of 
Easton and its Board of Trade by the 
Easton Gas & Electric Co., advertising 
which is worth considerable to the central 
station. 


Moving Pictures Advertise Electricity 


One of the notable features of the Chi- 
cago Electrical Show was a series of lec- 
tures with moving picture illustrations, on 
“Electricity—How Made and Applied,” by 
Prof. M. M. Wood. Prof. Wood kept his 
audiences interested at all times, treating 
his subject cleverly and popularly, but, of 
course, the moving pictures proved the 
greater attraction to the crowds. There 
were several films used—one showing the 
preparation of a meal in an electric kitchen, 
a second showing the speed and ease with 
which washing can be handled in an elec- 
tric laundry, and the third showing demon- 
strations of motor-driven sewing machine 
and vacuum cleaner. The pictures were 
made under the direction of the Common- 
wealth Edison Company by one of the lead- 
ing film manufacturers of the country. 
An experienced “moving picture actress” 
was employed and carefully trained in the 
use of the several appliances, so that the 
pictures were quite as lively and interest- 
ing as any show in the vaudeville houses. 

The lectures were delivered afternoon 
and evening in a small auditorium in the 
annex of the Coliseum, and were largely 
attended. 


Cleveland Wants 1911 Convention 


At the regular “harmony luncheon” of 
the Electrical League of Cleveland, held at 
the Gilsey House on January 14th, it was 
unanimously decided that Cleveland should 
make every effort to secure the 1911 Con- 
vention of the N. E. L. A. The League 
also decided that Cleveland should have an 
electrical show in the near future, and a 
committee, headed by Secretary H. H. Cud- 
more, was appointed to investigate the 
matter. 

While the Electrical League of Cleveland 
has only been organized a few months it 
has already done much to awaken enthusi- 
asm and promote harmony. The various 
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electrical interests of the city are seeing 
practical advantages in co-operation and 
expect to accomplish a great deal toward 
making Cleveland an electric city as well 
as an electrical centre. 


Mr. Kaltwasser Goes to Elmira 

Mr. C. M. Kaltwasser, who for some 
time has been Superintendent of the Nor- 
walk district office of the Connecticut Com- 
pany with headquarters in South Norwalk, 
has joined the commercial staff of the Sus- 
quehanna Railway, Light & Power Com- 
pany. 

Mr. Kaltwasser will devote himself to 
the development of electric business for 
the various Susquehanna companies and 
for the present will be located at Elmira. 


“The Lighting of Mills and Factories”’ 


A 32-page booklet entitled, “The Lighting 
of Mills and Factories,” has just been pub- 
lished by the Holophane Company as a 
thorough presentation of the problems and 
objectives in industrial lighting. 

The subject is treated from the stand- 
point both of the illuminating engineer and 
the salesmen of electric light and electrical 
equipment, and is profusely illustrated with 
photographs of actual installations showing 
good and bad methods of lighting metal 
working machines, looms, warpers, spin- 
ners, sewing machines, skiving machines, 
etc. There are also numerous diagrams 
showing the proper arrangement of lamps 
and reflectors for various classes of service. 

The Holophane Company has given a 
great deal of study to the requirements of 
the different classes of factories and their 
investigations have resulted in a large 
amount of definite data of great value to 
those interested in the subject of illumina- 
tion. 

This is set forth in “The Lighting of 
Mills and Factories,’ and the booklet is 
offered without charge. 


Commercial Day Program Committee 
The Commercial Day Program Commit- 
tee, National Electric Light Association, 
met as the guests of H. M. Byllesby & 
Company, Chicago, on January 20th. It 
was planned to have not over ten papers on 
the program, and of these several will dis- 


cuss matters of greater moment than mere 
soliciting of new business and advertising 
of electric service. The past year has seen 
a decided advance in central station com- 
mercial work, and men engaged in this 
work are taking more and more active part 
in larger affairs of central station manage- 
ment. 

The final meeting of the Committee is 
set for March 17th at which time complete 
program will be arranged. 

Wisconsin Electrical Association Convention 

The Wisconsin Electrical Association 
held its first annual meeting at the Hotel 
Pfister, Milwaukee, on January 19th and 
20th. This association has recently been 
organized through the consolidation of the 
old Northwestern Electrical Association 
and the Wisconsin Electrical and Inter- 
urban Railway Association. The attend- 
ance included the representatives of over 
50 central stations and a very successful 
meeting was enjoyed. 

Owing to the recent reorganization the 
meeting was informal in character and 
there were no printed papers. A number 
of very valuable papers were read, how- 
ever, and Mr. T. C. Martin, Executive 
Secretary of the National Electric Light 
Association, delivered an address. 

The following officers were elected for 
the ensuing year: President, Clement C. 
Smith, Milwaukee; first vice-president, 
George B. Whalen, Eau Clair; second vice- 
president, Irving P. Lord, Waupaca; third 
vice-president, W. H. Winslow, Superior; 
secretary and treasurer, John S. Allen, 
Lake Geneva. 


Narragansett Company Gives Smokers 

The Narragansett Electric Lighting Co., 
Providence, R. I., has arranged a course 
of educational “smokers” for the benefit of 
their sales department. Local contractors 
and the trade in general are welcome to 
attend, however, and it is expected that a 
great deal of benefit will be derived. The 
feature of these “smokers” is usually a lec- 
ture, and cigars, cigarettes, and light re- 
freshments are furnished by the company. 
In each case, the lecture is followed by a 
general discussion. 

On January 17th, Mr. Edward Farrar of 
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the Engineering Department of the Gen- 
eral Electric Company talked on the sub- 
ject of “Induction Motors,” illustrating 
with lantern slides. About 65 people were 
present. 

On February 9th, Mr. Theodore Stave 
of the Stave Electrical Company lectured 
on the “Flame Arc Lamp,” treating the 
subject from a practical and commercial 
standpoint. 

During the month of February, three 
trips to the Bryan-Marsh Lamp Works at 
Central Falls have been arranged, when 
the sales department will study the manu- 
facture of the Mazda lamp. The seven 
power specialists will make a similar trip 
to Lynn to visit the motor works of the 
General Electric Co. An indication of the 
amount of power business which the Nar- 
ragansett Company is developing is an or- 
der for one carload of small direct current 
motors, which has recently been placed 
with another manufacturer. This is an 
order for stock. 


Illuminating Engineering Society Meeting 


The meeting of the New York Section 
of the Illuminating Engineering Society 
was held on February 10th. A paper on 
“Schoolroom Lighting” was presented by 
George W. Knight, Supervising Engineer. 
Board of Education, Newark, N. J., and 
Albert J. Marshall, Illuminating Engineer. 

Folders were circulated among the mem- 
bers several days prior to the meeting on 
which was printed a floor plan of a general 
store with descriptive data. Each member 
was requested to work out in his opinion 
the best system of illumination. 

The folders were brought to the meet- 
ing and discussed after the paper had been 
read. 


Thomas E. Spence Moves to Toronto 


Mr. Thomas E. Spence, for some time 
Power Engineer for the Luzerne County 
Gas & Electric Company, Kingston, Pa., 
has joined the Toronto Electric Light 
Company, Ltd., as Power Engineer. 

Further additions to the Toronto sales 
force are H. I. Millard and J. J. Lippop, 
also Mr. Guy Churton, of London, Eng- 
land, who is an experienced fixture sales- 
man, and will be in charge of the salesroom. 


F. L. Godinez Lectures in Montgomery 


On the evening of February 2d, Mr. F. 
Laurant Godinez, Illuminating Engineer, 
delivered a lecture at the Grand Theatre, 
Montgomery, Alabama, in the interests of 
the Montgomery Light & Water Power 
Company. Mr. Godinez’s talk was illus- 
trated by stereopticon pictures and various 
electrical apparatus, designed to demon- 
strate the proper and improper arrange- 
ment of light in the home, store, and pub- 
lic building. 

Music was furnished by the regular or- 
chestra and seats were secured by card only. 


Empire State Gas & Electric Association 
Sectional Meeting 

A sectional meeting of the Empire Gas 
& Electric Association was held on January 
20th at the offices of the Rochester Rail- 
way & Light Co, Rochester, N. Y., for the 
discussion of electric meter testing. 

An interesting point was brought out by 
Mr. R. M. Searle and Mr. E. C. Scobell 
of Rochester, who stated that the Roches- 
ter Railway & Light Company had trans- 
ferred one of their meter testers to the ac- 
counting department for the purpose of 
watching the variation in the consumption 
as recorded by the meters and reporting to 
the meter department matters which in his 
opinion needed investigation. He said that 
much money had been saved in this way 
and that some errors in reading meters had 
been discovered before the bills had been 
sent out. 

Mr. J. C. Parker of Rochester, in speak- 
ing of the importance of maintaining the 
accuracy of meters, said: “A company the 
size of the Rochester Company generating 
power by steam exclusively would have a 
ratio of gross earnings to coal bills of ten 
to one. I do not suppose that there is a 
company, large or small, that would not 
nearly break its neck to save two per cent 
on the coal pile. Two per cent saving at 
the coal pile is of about the same impor- 
tance to a company’s earnings as one-fifth 
of one per cent increase in meter readings. 
Therefore, if you could afford to pay fifty 
dollars a year for a two per cent coal bill 
saving, you could afford to pay five hun- 
dred to insure a two per cent increase in 
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your meter readings, and as electric meters 
always have a tendency to run slow, the 
average effect of meter testing is in the 
direction of increasing the meter 
ings.” 


read- 


N. E. L. A. Convention Announced 


It has been announced that the next an- 
nual convention of the National Electric 
Light Association will be held at St. Louis 
May 23d to 28th, with headquarters at the 
Coliseum. This convention will mark the 
25th anniversary of the organization, and 
every effort will be made to make this 
meeting eclipse all that have gone before. 

The Coliseum is a steel and concrete 
building somewhat resembling Madison 
Square Garden, N. Y., and provides excel- 
lent facilities both for meeting purposes 
and for exhibitions. 


A Lamp-Post Story 


The Elmer P. Morris Company, New 
York, manufacturers of decorative lamp- 
posts, published in pamphlet form a very 
interesting story entitled “Off the Beaten 
Track,” which recently appeared in System 
magazine. 

It is the account of a campaign for dec- 
orative street lighting which was inaugu- 
rated and successfully carried out by a 
contractor in a small city, and contains 
some very good suggestions. 

Copies of this pamphlet 
nished for the asking. 


will be fur- 


The Mazda Song 


At the recent convention of the Wiscon- 
sin Electrical Association several tuneful 
souls gave voice to these stirring lines set 
to a popular tune: 


“Nobody now uses Carbon lamps, 
Unless, by heck! he has ter, 

They’ve even given up Tungsten lamps, 
And now are using ‘Mazda.’” 


Sons of Jove at Chicago Show 


On the evening of January 21st, the Sons 
of Jove held a Rejuvenation in connection 
with the Chicago Eiectrical Show. About 
45 candidates were initiated, after which 
some 200 Sons of Jove were entertained at 
a Dutch supper. 









N. E. L. A. Grows 


The National Electric Light Association 
Bulletin, in the January number, reports a 
most gratifying increase in the member- 
ship of the association. At the close of 
the June, 1909, Convention there were a 
little over 3,000 members enrolled. This 
number has grown to about 4,500 at the 
beginning of January, 1910, nearly 1,200 
new members having been drawn in since 
the membership committee began a cam- 
paign about three months ago. Mr. H. H. 
Scott, the Chairman, prophesies an ultimate 
membership of 7,500. 


Gas Solicitors’ Hand-Book 


A Gas Solicitors’ Hand-Book has been 
compiled by Mr. Norman B. Macbeth in 
the interest of the Welsbach Company. 
This contains a large amount of very in- 
teresting data, valuable to the electric light 
interests as well as gas. Some of the fig- 
ures given are exceedingly interesting and 
present very strong arguments. It is, 
therefore, advisable for the central station 
salesman to be posted. 


Slogan Sign for Duluth 


The Duluth Edison Company, Duluth, 
Minn., is considering the advisability of 
erecting a “slogan” sign on the company’s 
office. No slogan has been definitely 
chosen, but a revision of the Scranton 
slogan is favored with a 
“Watch Duluth Grow.” 


large sign, 


Iowa Electrical Show 


Sioux City, Iowa, is to hold an electrical 
show from April 20th to 24th under the 
auspices of the Iowa Electrical Associa- 
tion. The Association will be in conven- 
tion in that city on April 20th and 21st. 


Philadelphia Electrical Show ' 


The first electrical show ever held in 
Philadelphia will be opened on February 
14th, continuing for two weeks. The ex- 
hibition will occupy the First Regiment 
Armory. There will be street illumination 


on North Broad Street from the City Hall 
to Callowhill Street where the Armory is 
located. 
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Minneapolis Electrical Show 


The Minneapolis electrical exhibition 
will be held at Minneapolis from March 
26th to April 2d under the direction of the 
Northwestern Electrical Show Association. 
The large Armory is available, and a suc- 
cessful exhibition is assured. 


Automobile Maps of Chicago 


During the Chicago Electrical Show, 
the Commonwealth Edison Company dis- 
tributed large folding automobile maps of 
Chicago and vicinity. These maps were 
made up in two sections folding into a 
linen cover and very conveniently arranged 
for daily use. Good and fair roads are in- 
dicated; also charging stations for electric 
automobiles. Cover and fly pages are 
utilized for advertising. 


“ Tungsten Illumination ” 


The Westinghouse Company has just 
published a very interesting booklet on 
“Tungsten Illumination,” containing a 
large amount of valuable data, arranged 
for practical use by architects, engineers, 
contractors, and business men. This com- 
prises an introductory review of the sub- 
ject, general rules, illustrated by practical 
problems of illumination, followed by a 
series of very ingenious tables and charts 
for use in specifying for various classes of 
illumination. 

This booklet is worthy of the serious at- 
tention of central station salesmen. The 
data was compiled by the well-known au- 
thority, Mr. Arthur J. Sweet, at that time 
one of the Westinghouse Illuminating En- 
gineers, but now with the Holophane Com- 
pany, Newark, Ohio. 


Changes in Scranton 


Mr. L. H. Conklin for some time Gen- 
eral Manager of the Scranton Electric Co., 
Scranton, Pa., has left the service of the 
American Gas & Electric Co. to take 
charge of the works of Brooks & Co., New 
York. 

Mr. Duncan T. Campbell, formerly Man- 
ager of New Business Department, suc- 
ceeds Mr. Conklin as General Manager. 
Mr. D. C. Shane, who has served as Gen- 
eral Superintendent of the American Gas 


& Electric Co., will hereafter make his 
headquarters in Scranton and take charge 
of technical matters. 


Rates Reduced in Denver 

The Denver Gas & Electric Co. has made 
a reduction in its meter rates of from 9c. 
to 8c. net per kwh. In accordance with 
their franchise, during the years 1910 and 
1911 the company is required to pay over 
to the city all excess in gross receipts over 
an average of 6 11/10c. per kwh. sold. 
The company has made this reduction in 
order that consumers rather than the city 
treasury may reap the profit. 


T. I. Jones Lectures 

Mr. T. I. Jones, General Sales Agent of 
the Edison Electric Illuminating Co. of 
Brooklyn, delivered a very able address 
before the New York Section of the Illu- 
minating Engineering Society on the even- 
ing of Jan. 20th, on the general subject of 
selling electric energy. Mr. Jones illus- 
trated his talk with a large number of lan- 
tern slides, and explained the rate schedule 
of the Brooklyn Edison Co., the organiza- 
tion of the sales department, etc. Inter- 
esting curves were exhibited, showing the 
relation of load to cost per kw., etc. 

The paper called forth considerable dis- 
cussion, in which Messrs. Hale of Boston 
and Israel and Moses of Philadelphia took 
a prominent part. 

Mr. Thomas W. Rolph presented a paper 
on the “Lighting of a ——- ected 











A MAN now at the head of one of the most efficient 
central station sales organizations in the country 
desires to make a change His record, probably 
already known to you, will satisfy you as to his 
ability to organize and conduct a sales force for 
your company that will develop profitable business. 
Communicate with “ Active,” Selling Electricity. 


WANTED-—Thoroughly experienced and compe- 
tent men who have had experience in new business 
departments of central stations. Excellent oppor- 
tunity for man with such experience. 

Address “ExperiENceE,” Selling Electricity. 





WANTED—Contract agent for central station in 
Middle West, 20,000 inhabitants. Good chance to 
make a showing. $75.00 per month. 

Address ‘ ‘SALESMAN,’ ’ Selling Electricity. 


WANTED-—Live Electric Sign Salesman. 
salary and experience. 
““S1ens,” Selling Electricity. 
WANTED—Two high class business getters for a 
town of 50,000 near Chicago. No hot air shooters or 
booze grafts—people who can deliver. 
Prices will be made right to the right people. 
“ILLino!Is,” care Selling Electricity. 





State 
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Announcement 


@ We beg to announce the opening of our New 
York factory for the manufacture of Electric 


Signs, with offices at 229-231 West 42nd Street. 


@. We are now prepared to make Federal Signs 
in all designs, supplying the eastern jobbers and 
central stations with Federal signs direct from 
New York. This means quick shipment and 
good service. 


@ Central station men will find the assistance of 
our sign experts of great value. Designs and 
estimates for special signs gladly furnished. 


@ Our warerooms will carry for immediate 
delivery a complete stock of Federal Fixtures, 
Federal Sockets, Bushings, Supplies and Specialties. 


@ Send orders direct to us at our new address. 
If you have not received our bulletins and prices, 
write us. 


om 2897 
l'elephone 7808 Bryant 


FEDERAL SIGN SysTEM (ELECTRIC) 


229-231 West 42nd Street 
NEW YORK 


In writing to advertisers, mention ‘Selling Electricity.” 
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Let us furnish 
an estimate on 
Lighting Fixtures 
GEESE oe 


R. WILLIAMSON & CO. 


Manufacturers of 





i 





Electric and Combination Fixtures 
and Art Glass Domes 
Washington and Jefferson Sts. 
CHICAGO 


Largest Fixture and Lighting Supply Depot in the 
World 


Se 
Catalogues furnished 
upon request to deal- 
ers and jobbers only 














No. 6982 Chandelier 
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Monday is the Day! 


You have your Best 
Proposition for the 
Unwired Residence 


Relief from the Burden of wash day appeals 
to every housekeeper—it is a live issue in every 4 
| household—and hundreds of new consumers 








apply for current just because they want THOR PRS Paes are 

Electric Home Laundry Machines. TE Te | 
We have sold 25% of our machines to ile 

homes where there was previously no current. 

Do you see what that means to you ? 

l The THOR Electric Home Laundry Machine 


will develop new business along your lines. 








Hurley Machine Company 


CHICAGO NEW YORK 
Monroe & Clinton Sts. Flatiron Building 
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Have You Read 


“Off the Beaten Track ” | 
It's a $10,000 Idea : 


SEND FOR A COPY 





Design 37704 


MANUFACTURERS OF 


Ornamental Poles 


AND 


Street Lighting Fixtures 
Elmer P. Morris Co. 


1213 West St. Bldg. 
New York 
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It Appeals to Her. 





Delco Electric Flatiron 


She Spies It. 
She Tries It. 
She Buys It. 
Why? 
Because she learns she can iron 30 minutes 
after the current is turned off. 
Because she finds the top and handle so cool. 
Because the iron w7// not burn out run- 


~~ dry. 
rite for booklet. 


Diamond Electric Company 
Binghamton, N. Y. 














The “IMPERIAL” 


A Portable Vacuum Cleaning Machine combining 
efficiency, practicability and economy. 
Can be attached to any electric light socket. 














— —_ 


“The only High-Grade, Efficient Machine on 
the Market.’’ Guaranteed. A Dividend Payer for 
Central Stations. Growing concerns and responsible 
parties wanted as agents. Exclusive territory given. 
Send for Catalogue and particulars. 

Price, $100. Complete. 
EMPIRE VACUUM COMPANY, 
112 West 30th Street, New York. 
District Office: 702 Postal Telegraph Building 
Chicago, III. 



































i 
INDIVIDUAL ELEGANCE IN ART GLASS 





We are the Pioneers in this country in the manufacture of Art Glass Shades 
and Fixtures, and every piece of UNIQUE is the product of years of experience. 
It costs you no more to have the backing of our reputation than to stock your 


salesrooms with inferior goods. 


UNIQUE ART GLASS AND METAL CO. 


Factory, Brooklyn, N. Y. 


Sales Rooms, 46 Park Place, N. Y. 
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We Make 


Electric Signs —Flashers —Color Caps 








And we are selling so many we haven't time 
to write ads. 

— But we want your business if you are 
ready. 


BETTS & BETTS 


INCORPORATED 


Electrical Advertisers 1360-1366 Broadway, New York City 


Cable Address “ Bettsonia.”” W. U., Lieber’s and Private Codes. Also Branches or Agents in all parts of the world 














EREE WITH ONE YEAR’S papa Ant ee 
22\i- Popular Electricity 
THE MAGAZINE OF EVENTS 


This attractive electric engine, one-third larger than illustration. 
Runs like lightning a long time on one cell of battery. A perfect 
little engine (solenoid principle) with speed control and reversing 
lever. Very interesting, amusing, instructive. A marvel of mechan- 
ical and scientific ingenuity. 

Your boy may be the future Edison; give him a start. 
Both of you will enjoy reading the 


Miracles of Electricity 


described each month in POPULAR ELECTRICITY, an intensely 
interesting, non-technical publication, invaluable to all desiring 
up-to-date information on electrical events. It transforms dry tech- 
nical accounts into fascinating and instructive stories that appeal to 
old and young alike. Of absorbing interest and practical value to all 
electrical men, while affording the student and amateur an authentic 
source of up-to-date, readily-comprehended electrical knowledge. 

. Every issue tells in plain English the many new and wonderful 
things accomplished daily by electricity—brings all the very latest information to you with 


100 or More Illustrations Each Issue 





All classes of men learn electrical ways to increase economy ratus—Wireless club membership free to subscribers. Consul- 
and efficiency in their business. Electricity in the House- tation Department answers electrical questions free. These 
hold helps and interests the women. Junior Section delights are only a few of the many privileges offered subscribers. 
the young folks—opens new fields of entertainment. Wireless January, 1910, issue contains ‘** The First Electric Light 
Department tells how to construct and operate wireless appa- Plant in the World,” 


Vouched for by Thomas A. Edison 


with _other important special articles. Send us $1.00 (Canada get this scientific electric engine at once and the magazine regu- 
$1.35, Foreign $1.50), regular yearly subscription price, and larly for twelve months with the January issue free. 


POPULAR ELECTRICITY PUBLISHING CO., 1217 Monadnock Block, Chicago, Ill. 
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Save Half Your 


Lamp Renewals 


Did you ever realize that where you have to 
renew the lamps in a sign every year, those 
same lamps would have lasted two years with 
a flasher on the sign and your candle-power be 
just as high in the end in either case ? 








RA A It’s a positive fact ! 


proves it. 


prove it. 

















Will cut the cost of burning any sign squarely 
in half. They will increase the sale of current 
by enabling you to make a better rate to your 
customer. They will decrease the amount of 
current used on a sign and still increase your 
total output. Sounds funny, don’t it P 

Circular J will tell you how it is done. 


Reynolds Dull Flasher Company 


152 Sth Avenue, CHICAGO 


Experience 
Laboratory tests 


Try it yourself 
if you doubt it. 


—DULL’S FLASHERS—= 
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We 





Make 


( 





173 Christopher Street - - - 


The Electric Carriage Call & Specialty Company 


THE BEST 

THE MOST DURABLE 

THE SIMPLEST 

THE MOST ECONOMICAL 

THE EASIEST CHANGED 

DIRECT CONNECTED TO MOTOR 
PERFECT OPERATION 

ABSOLUTELY FIRE & WATER PROOF 


| Carriage Calls 
Talking Signs 
Flashers 


NEW YORK 

















BENJAMIN TUNGSTEN FIXTU 





With 20-inch Enameled Steel Reflector —————— 























| Cat. No. T-754 


RES 








For Factories, Shops, Warehouses 





Fixture has 20-in. porcelain enameled 
steel reflector with 10%-in. inner reflector 


to assist in the downward radiation of Cat. List 
light, 8-in. stem of %-in. iron pipe, and No. Price 
Tungsten Shock Absorber. 40, 60, or T-753 3-Lt. $7.75 
100-watt lamps may be used. In three 

and four-light fixtures sockets are vertical ; T-754 4-Lt. 8.05 
in five and six-light fixtures at an angle of 

15 degrees, thus not only permitting the T-755 5-Lt. 8.35 
use of larger units, but increasing the light- T-756 6-Lt 8.65 


ing efficiency. Suspension fitting may be 
substituted for Shock Absorber without 
change in price. 











WRITE FOR DISCOUNTS 


Benjamin Electric Mfg. Co. 





A BE BE eS 


| HALLER SIGN WORKS (Inc.) 704 S. Clinton St., CHICAGO 


LaeS so $z- PAF, 














NEW YORK CHICAGO SAN FRANCISCO 

% High Grade 

LUT xP <2" <x?" wy Steadily Burning 
or Flashing 


ELECTRIC 
SIGNS 


and 
ACCESSORIES 


The “whirling border” is new and very striking. 
Cost of operation *% of total number of lamps. 
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to sell the Simplex Toaster, new in 
design and highest in finish. ‘This 
‘Toaster will not only help you sell 
more current but will lead to com- 
plete cooking outfits. 

Built for daily use it is a most 
attractive addition to the table or 
sideboard. ‘This Toaster is not 
only clean, convenient, simple and 
durable, but it never fails to pro- 
duce crisp golden bread toasted 
right. 

This ‘Toaster carries with it the 
Simplex guarantee which has behind 
it over fourteen years’ experience 
in electric heating. By installing 
Simplex Devices you will be sure of 
giving your customers satisfaction 
from the start. 


Write for booklet “ K.’’ 


SAPLEATEECRITIEATING 


Cambridge, Mass. 


Monadnock Block, Chicago 
612 Howard St., San Francisco 
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“Hmeralite” 
Illumination 





THE *“EMERALITE” PIANO LAMP 
(Patented) 


The artistic ‘‘Emeralite’’ glass shade 
with its permanent, highly efficient, 
pure white opal reflecting surface and 
soft green plated exterior, gives a char- 
acter and value to Piano Lamps other- 
wise impossible. ‘The open shade 
collects no dust and the illumination 
is on the keyboard and music rack— 
not in the eyes. 

Made in several different patterns 
attractive enough for the most elegant 
surroundings. 


Also ‘‘ EMERALITE’”’ 
Desk and Table Lamps 


You can install ‘‘Emeralite’’ Fixtures 
because they are Scientific, Artistic and 
Economical. 


Send for Illustrated Booklet and 
10-year Calendar Desk Blotter. 


H. G. McFaddin & Co. 
40 Warren St., New York 
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itp DO YOUR METERS LEAK? 


Stop Losing Revenue by Using 






% HALLBERG’S 
LEAD SEAL PRESS 





Thief-Proof Fool-Proof Uses Any Standard Seal 
\ : 
} 
Z f 
Before Side Front Back 
Impression View View View 
gered The Hallberg Sealing System. Numeral on Back Identifies Last Inspector 
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Hallberg’s | 
Automatic Cut-Out | 


FOR LOW VOLTAGE 
TUNGSTEN SERIES LAMPS 


Street and Park Lighting from 
constant potential mains. 

No film cut-out Receptacles 
necessary. 

A safe and efficient series system 
without expensive regulators and 
special circuits from the power 
station. 











J 





Low Voltage Tungsten System for Factory, Sign and General Lighting 
ECONOMIZERS FOR MOVING PICTURE MACHINES 


J. H. HALLBERG 


32 Greenwich7Ave. NEW YORK CITY 
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7 
Central 
Station 
Revenue 
From 
Signs 
Over 
Walk 
Sum it up and you will find that 90% of the Signs 
on your books are in the Commercial Sign class, erected 
over the walk or fronting places of business—a marker 
leading customers to their doors. 
We can give you as much individuality in this 
character of Sign as in the big roof displays. 
Let us refer you to Central Stations in cities where 
we have made from eighty to ninety per cent of the Signs. 
They will bear us out, that no two have any similarity. 
Remember that one attractive sign sells more. Let 
us prove this by design and product. 
Greenwood Advertising Co. 
Knoxville, Tenn. 
=a spe 
In writing to advertisers, mention “Selling Electricity.” 
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A RF OUPAIER 


The Right Buckeye Lamp 


AMP buyers get into ruts just like 
other folk. A good many buy- 
ers, for instance, have the “carbon 
habit,” using low-efficiency lamps 
where it would really be to their 
advantage and profit to use Mazdas, 
tantalums or metallized filaments. 
This question of the right lamp is not 
a matter of what we want to sell, but 
what you ought to buy. It is a ques- 
tion, generally, that requires intimate 
knowledge doth of local conditions 
and of lamps performance. Perhaps 
you have looked at it too closely from 
the local conditions standpoint. If 
so, our 20 years’ experience and our 
specialized knowledge of lamps and 
lamp service will be of value. 
Write the nearest office. 


THE BUCKEYE ELECTRIC CO. 


MAIN OFFICE AND WORKS: 
CLEVELAND, OHIO 


CHICAGO : PITTSBURG: DALLAS : 
23 East Lake Street Fulton Building 220-221 Linz Building 
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Multiply Your Sign Lighting Business 








Great 
Possibilities 


Easily 
Secured 


Profitable 


More 


Business 


An Example 


Excellent 
Rates 


Every Sign 
An Electric 
Sign 


Sign lighting will soon be an im- 
portant branch of a lighting com- 


pany's_ business. For you the 


possibilities of a big volume o 


sign business are many. 


Your ability to secure this new 
business is more than doubled by 
MAZDA Sign Lamp, 
which will make sign and decora- 
tive lighting more popular than 


the G. E. 


ever. 


Many companies are changing 
over their flat-rate sign customers 


to MAZDA Lamps because of 


the more profitable returns. 


The G. E 


—it will earn more money on 
your present sign business than 
the carbon lamp and, at the same 
time, widely extend the use of 


decorative and sign lighting. 


Take the 


case of an ordinary 


customer using a sign lamp five 
hours per day. Withthe MAZDA 


lamp, on the basis of 150 hours 


per month, this means a con 


sumption (with the hve-watt 


MAZDA Sign Lamp f only 


three-quarters of a kilowatt. 


This permits supplying lamps 


at a rate of 10 cents per ion Ip per 


month (customers paying for 
, , 
newals) and ensures the very 


good rate o 


rate for such long-hour service. 


[his is only an example of the 
possibilities of the MAZDA lamp 


in such classes of service, I here 


exists no sign of any merchant or 


store today which cannot be 
easily changed to an electric sign 
by stringing a row of MAZDA 
sign lamps above the sign, placing 
them on a slightly projecting 


shelf. 


MAZDA Lamp iS a 


money-tnaker for central stations 


£12 conte per KWH. 


which is certainly an excellent 


As these lamps operate 
series, this arrangement permit 
their adoption without the neces 
sity of a transformer. 


The ordinary sign the length 
of a store would take at least 20 
lamps, in staggered positions, 
thus insuring that at least one 
circuit would be kept burning 
should a failure occur in any one 
of the lamps. 


The cost of transforming an 
ordinary sign should not exceed 
$10 to $15, and the very low rate 
which can be made should tempt 
every merchant to have his sign 
electrified. 


Here isa good field for centr al- 


station endeavors. 


The G. E-. MAZDA Sign 
Lamp has a sturdy V-shaped fila- 
ment with the point of the V 
toward the tip of the lamp, thus 
securing an adequate end-on illu- 
mination together with enough 
distribution to illu 
inate the sides of the letter 


which the | lamps are recessed. 


horizontal 


{ pon request the lamp is made 
with an M-shaped hlament whic! 
es greater end-on candle-p wel 
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id may be used to ady inta 
wt ere great brilliance yis req 


it certain points intt 


MAZDA Sign Lamps 
are of the low voltage tvpe 5, 


} 


LO and 12 volts and operaie on 


commercial circuits either 

" 
series or trom small step-dowr 
transtormers, or trom compensa 
tors. 


Due to the large filament diam 
eter and General Electric con 
struction, the life ot the lamps 
averages well above 2000 hours 


In Series 


Continuous 
Service 


The Cost 


A Big Field 
Tough 


Filaments 


M-Shaped 


Filaments 


Low 
Voltage 


Long Life 


General Elechic Company 


The large st electric al manutacturer in the worl 


Principal Office: 


Main Lamp Sales 


In writing to advertisers, 


Se hcetate. N. Y. 
Office : : Harrison, N. dl 


mention ‘‘Selling Electricity.” 
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Fifty co-operating Central Stations 
can take advantage of our 


Yellow” and “Blue” 


proposition for Central Station Signs 


If you do not 


Write Immediately 


you are not one of the fifty 











Federal Electric Company 
Lake and Desplaines Streets CHICAGO 
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